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¥%& “Modern” applies to- 
day to farms as well as 
cities--and steel has made 
this true. Asizeable per- 
centage of the “pigs” 
(masses of metal cast in 
a mold) from all blast 
furnaces find their way 
to the farms in the form 
of steel---in plows and 
in modern equipment 


THE YOUNGSTOWN 
AND TUBE COMPANY 


Manufacturers of Carbon and Alloy Steels 


General Offices - YOUNGSTOWN, OHIO 


which increases produc- 
tion; granaries that pro- 
tect the harvest; pipe, 
pumps and troughs by 
which animals are fed 
and watered. 


On an average farm 
are hundreds of uses for 
steel. Look around your 
home--whether farm or 


SHEET 


city--and note how much 
you, too, depend on steel 
--hinges, stoves, cooking 
utensils, refrigerator, 
plumbing, heating and 
countless other uses. 


Not, of course, just any 
steel. There are actually 
thousands of kinds of 
steel, and we have spent 


years and millions of 
dollars to equip our: 
selves to work with you, 
to find which willexactly 
meet your needs. No 
matter how small the 
order may be every 
Youngstown resource 
for quality is employed 
in its production. 


Sheets - Plates - Pipe and Tubular Products - Conduit 


Tin Plate - 
Plates and Spikes. 


Bars - Rods - 


Wire - Nails - Unions - Tie 
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HAZARD INSULATED WIRE WORKS 


DIVISION OF THE OKONITE CO, 
WILKES-BARRE PENNSYLVANIA 


WE STILL MAINTAIN OUR ORIGINAL POLICY OF SELLING THESE TAPES THROUGH LEGITIMATE WHOLESALERS ONLY 
8: ecm 
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Now the proved way to wipe out the cost of only one of the reasons why CSP Trans- 


transformer repairs and replacement due to 
lightning, is to install CSP Transformers. 
Operating records on thousands of CSP 


formers can enable you to set a2 new low 
mark in distribution operating costs. Ask your 


Westinghouse representative for complete 


Transformers now in service prove definitely information or send for Booklet 2042-A. 


that most transformer failures from lightning Westinghouse Electric & Manufacturing 


can be eliminated. Company, Department 7-N, East Pittsburgh, 


Elimination of the annual lightning tax is Pennsylvania. 
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ONLY C-S-P 
TRANSFORMERS ARE: 


} Completely Self Protected 
* against lightning — no fuses 

; to replace. 

2 Completely Self Protected 
* against burnouts from short 


Pocket Bushing 
Cover Bushing CSP Transformer 


_ CSP Transformer 


) Westinghou se 
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— The line forms on the 
Hight -- or on the left - - 


with the New No.2 Standard 


Coit-Noark Meter Trough: 


Right or left . . . one meter or a hundred . . . it’s all the same when you’re installing 
the new Colt-Noark No. 2 Troughs. They’re marked by their versatility and adaptability to 


Built for quick and efficient installation .. . 


almost any set-up that requires use of troughs. 
Vertical type for outdoor service only. 


horizontal type for both indoors and outdoors. 


FEATURING NEW TYPE METER DISCONNECT 


A feature of these new No. 2 Troughs is the new and AA 
ingenious meter disconnect. The sketches at the right \I 
show the new mechanism both closed and opened. 

Quick and easy to operate . . . simple in design. . . 
positive in operation. Supplied in all of the new No. 2 

Colt Standard Troughs. 


VERTICAL AND HORIZONTAL 
. . »« INDOOR AND OUTDOOR 


The indoor types are furnished for horizontal mounting, 
using one to four meters. By the use of coupling 
straps, indoor troughs may be assembled to include any 
number of meter locations . .-.-adding either to the 
right or the left. Outdoor types are supplied for hori- 
zontal mounting, using two, three or four meters. In - 
the outdoor vertical type, troughs accommodate from one 
to four meters. All have ample wiring room .. . 
plenty of knockouts and are ruggedly built. They save 
installation time and require a minimum of space. 
Indoor troughs furnished in sheet steel, baked aluminum finish . . - 
or in sheet aluminum, natural finish. Outdoor troughs furnished in 
galvannealed steel, baked aluminum finish . . . or in sheet aluminum, 
natural finish. 


COLT’S PATENT FIRE ARMS MFG. CO. _ Electrical Division HARTFORD, CONN. 


100 Years of Manu- Boston 
facturing Experience head New York 
Chicago 


1s beck of every Colt 
> Philadelphia 


SWITCHES INDUSTRIAL CONTROL EQUIPMENT FUSES 





School Lighting Progress 


There is evidence of a growing appreciation of the 
need for better lighting in schools. A well-known 
illuminating engineer discusses the sales problem. 


ITH all of the educational 
and promotional work that 
has been done in the past 


several years, the average level of 
illumination in_ stores, offices, 
schools and public buildings is still 
low. Of course, if we compare our 
lighting conditions with those of 
Europe and the rest of the world, 
the fruits of our efforts become 
more apparent. But we still are 
living and working in comparative 
darkness. 

This is especially true of the 
lighting in school buildings. Per- 
haps one reason for the lack of 
good lighting in most public school 
buildings is the erroneous assump- 
tion that because the hours of 
school occur during the best peri- 
ods of daylight, no artificial light 
is needed. 

Another reason is the lack of 
appreciation of the serious needs 
for good lighting. While most 
school officials are handicapped by 
a restricted budget which limits 
the amount of money that can be 


By Roy A. Palmer 


Illuminating Engineer 
Duke Power Co., Charlotte 


spent for installation and operation 
of better lighting systems, there is 
no doubt that somehow more 
money would be made available for 
this purpose if the dire need for 
good lighting was realized. 

In many communities, the par- 
ent-teachers organizations have 
raised funds for this purpose. One 
definite case of this exists at Hen- 
dersonville, N. C. where the Par- 


ent-Teachers Association has raised 
enough money for wiring and fix- 
tures in two rooms as an experi- 
ment. So satisfactorily were the 
results that additional funds are 
now being raised to rewire an 
entire school building. Undoubted- 
ly, there are many other com- 
munities where similar activities 
to improve school] lighting are be- 
ing carried on. 

During the past year or more 
there has been in evidence a grow- 
ing appreciation of the need for 
better school lighting. The large 
amount of information on lighting 
and seeing which has been dis- 
seminated through magazines, 
newspapers, lectures, radio demon- 
strations and other means has cre- 
ated a greater interest in school 
lighting. 

The promotion of the I. E, S. 
lamps for study and reading in 
homes has provided a sample, so to 
speak, of what good lighting is and 
perhaps emphasized by contrast 
the lack of good school lighting. 


North Carolina’s first “sight-saving classroom” has 40 foot-candles under control of photo-electric cell. 





Thus opportunities for electrical 
contractors and others interested 
in the promotion of better lighting 
and wiring, have opened up in the 
school building field. Those who do 
work in this field or who are 


planning to do school wiring and 
lighting should make it a point to 
have as much up-to-date informa- 
tion on this subject as possible in 
order that such information can be 


passed on to school officials, 
parent-teachers’ groups and others. 
Such activities will assist greatly 
in bringing about better seeing 
conditions in schools. 

The new “American Recommend- 
ed Practice of School Lighting” 
just issued by the Illuminating En- 
gineering Society is replete with 
information which will be helpful 
in this direction. This booklet is a 
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revision of the “Standards of 
School Lighting, 1932.” It has been 
approved by the American Stand- 
ards Associations. 

The information in it is backed 
by the best authorities since it was 
prepared under the sponsorship of 
the Illuminating Engineering Soci- 
ety and the American Institute of 
Architects which organizations had 
the collaboration of the Sectional 
Committee on School Lighting, a 
committee which included compe- 
tent eyesight specialists, physi- 
cians, research workers, public 
health officials, architects and en- 
gineers. 


New Edition Has Wide Scope 


In this new edition, the primary 
purpose has been to establish 
criteria of good illumination for 
the guidance of architects, engi- 
neers, school officials, electrical 
contractors, and others interested 
in the conservation of children’s 
vision and the efficiency of pupils 
and teachers. 

It is quite generally known 
among lighting specialists that 87 
per cent of all our impressions 
come to us through our eyes. This 
figure is on the authority of 
psychologists whose researches 
have evolved this fact although it 
is obvious to most anyone that 
seeing is by far the most important 
sense through which _ students 
learn. 

We also know by observation and 
experience as well as by laboratory 
researches that good seeing is de- 
pendent upon two things—good 
eyes and good lighting. Without 
good eyes, seeing is handicapped 
under even the best of lighting and 
without good lighting the best of 
eyes cannot function with maxi- 
mum comfort, speed and safety. 

In the case of school children it 
is even more important that safe 
seeing conditions be provided, for 
their young eyes are in a forma- 
tive period and undue strain may 
cause permanent injury which 
might seriously handicap a child’s 
future. 


The glare, harsh shadows and inade- 
quate illumination of these school 
rooms, which are typical of thous- 
ands of others throughout the coun- 
try, are serious handicaps to the 
pupils and contribute greatly to the 
increasing prevalence of defective 
vision among pupils . 
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It is difficult to believe that better 
lighting alone has performed the 
transformation that is so obvious 
when these photos are compared with 
those on the opposite page. The 


elimination of glare and an increase 
in the illumination level changes the 
entire atmosphere . . . . . 


Scientific research has added 
materially during the last few 
years to our fundamental knowl- 
edge on the relation between light 
and seeing. These researches have 
been conducted by opthalmologists, 
physicists, physiologists, and other 
skilled workers. 

With this advance in science 
there has come an increasing ap- 
preciation by the public that not 
only is light necessary for seeing 
but that in order to conserve eye- 
sight and to perform the daily 
visual tasks with accuracy, speed 
and comfort, the amount of light 
should be at least above certain 
minimums and the lighting of high 
quality. 

Further, studies have 
shown an intimate relation, in 
school work, between mental 
achievement and lighting. In view 
of these facts, it is obvious that 
schoo] lighting needs to be raised 
above the levels usually found in 
schools today. This not only applies 
to grade and high schools but to 
colleges as well. 


various 


Statistics Condemn Poor Light 


The fact that poor lighting has 
been so common in schools is re- 
flec.ed in the statistics of the U. 
S. Bureau of Education. While 
probably less than 5 per cent of 
the children entering the first 
grade have defective vision, 25 per 
cent are so afflicted upon gradua- 
tion. Other authorities state that 
college work further increases the 
prevalence of defective vision 
among students to 40 per cent. 

The lack of money is the reason, 
of course, for the generally poor 
lighting zonditions in schools. Our 
public school bill for the nation is 
about three billion dollars annual- 
ly. A great many dollars of this 
huge sum must be spent to pay the 
cost of “repeat”? pupils—those who 
failed in their grade and must take 
the same work again. Of these 
repeat pupils, it is not at all un- 
common to find a goodly percent- 


age who have defective eyes. 
Better lighting will minimize 
such conditions and the saving 
thus created will assist in over- 
coming the added cost of better 
lighting. Over and above this is 
the far greater important point 
that the individual students will 
have been spared the handicap of 


defective vision which reacts im” 


economic benefit not only to them- 


selves but to the community and 
society in general. 

Many school] officials and archi- 
tects as well as parents are of the 
opinion that buildings having con- 
siderable window area provide suf- 
ficient daylight illumination par- 
ticularly since the school rooms are 
used only in the daytime. 

Measurements in almost 

(Continued on page 30) 


any 








Rural Electrification 
in North Carolina 


Speeded by 


Organization 


By Bill Sharpe 


Department of Conservation and 


Development, 


ARM homes in North Caro- 
Fis are getting “all lit up” 

faster than in any other 
southern, western or middle-west- 
ern state as a result of the state’s 
rural electrification program. Only 
five states electrified more farm 
homes during the past year than 
North Carolina, according to the 
latest figures, 

These figures show that North 
Carolina electrified 8,852 farm 
homes during the first ten months 
of 1937, which is 38 per cent of 
the total number of farms elec- 
trified in all of the 48 states in 
that period. For the entire 12 
months of 1937, a total of 1,946 
miles of rural] electric lines was 
built or authorized serving 11,- 
783 rural customers, of whom 10,- 
251 were farm homes, at a cost of 
$2,498,215, according to the North 
Carolina Rural Electrification Au- 
thority, 

The record made July 1, 1935 to 
February 1, 1938, is regarded as 
even more impressive. In this period 
of two and one-half years, 7,392 
miles of rural electric lines were 
built or authorized at a total cost 
of $7,517,666, serving 43,066 rural 
customers. 

Not a single mile of these lines 
has been built by the North Caro- 
lina Rural Electrification Author- 
ity and not a penny of the state 
funds has been expended in their 
construction. The state authority 
has made surveys of rural electric 
needs, has aroused the interest of 
rural people in electricity and 
pointed out where rural lines have 
been needed and particular areas 
where the people have wanted lines. 
It has encouraged the Rural Elec- 
trification Administration in 
Washington, public utility com- 
panies and municipally owned elec- 
tric companies to build lines. 


Raleigh, N. C. 


“Our job has been to see that 
the farmers living in rural areas 
who wanted electric service got it 
as quickly as possible and with as 
reasonable rates as possible con- 
sistent with adequate service,” 
said Dudley W. Bagley, chairman 
of the North Carolina Rural Elec- 
trification Authority. “The field 
has been open to every one alike— 
the power companies, municipally 
owned plants and Federal cooper- 
atives and all have done good work 
in getting electricity to the farm- 
ers.” 


Utilities Construct Majority 
Of Rural Lines 


Of the 7,392 miles of rural lines 
either built or authorized during 
the time the state authority has 
been in operation, 6,012 miles have 
been built or authorized by the 
utilities, 552 miles by municipali- 
ties and 817 miles by the Rural 
Electrification Administration in 
Washington. 

Under the North Carolina law 





setting up the state rural electrifi- 
cation authority, all proposed pro- 
jects must be approved by the au- 
thority before construction can be 
started and all applications for 
loans from the Federal REA for 
the organization of county coop- 
eratives, must be submitted through 
the state authority. 

The reason so many more miles 
of rural lines were built by the 
public utilities than by the Fed- 
eral REA is due to the fact that 
in most cases the utilities made 
their surveys, secured the approval 
of their lines and got them built 
and providing service before loan 
applications for cooperatives could 
get the approval of REA in Wash- 
ington. 

The rapid expansion of rural 
electrification in the state has 
been due in part to the cooperation 
given by the agricultural exten- 
sion division of the North Carolina 
State College of Agriculture and 
Engineering and to the educational 
work it has done among the farm- 
ers, both landlords and tenants. 
The extension workers, home dem- 
onstration agents, county agents 
and teachers of agriculture in the 
rural schools have held thousands 
of meetings in every section of the 
state, explaining the advantages 
of rural electrification. 

With the demand for rural elec- 
tric lines continuing undiminished, 
the North Carolina Rural Elec- 
trification Authority feels that its 
work is scarcely half completed. 
Electric service is now being sup- 
plied to only about 50,000 farms 
and indications are that at least 
another 50,000 farm homes will 
use power as soon as it is made 
available. 



















Adequate Wiring Program 
Started in Carolina 


LECTRICAL contractors and 

others of the electrical industry 
in several cities of the Carolinas 
held meetings recently to hear the 
details of the National Adequate 
Wiring Program with a view to 
organizing local activities. 

The meetings were addressed by 
A. E. Schanuel, field representa- 
tive of the National Wiring Bu- 
reau of New York City. Samples 
of advertising publicity and pro- 
motional material were exhibited 
and explained. Mr. Schanuel showed 
how completely the program was 
designed to reach not only the 
public, but the general contractor, 
investment builders and all branch- 
es of the electrical industry. 

The meetings were held in 
Greensboro, Winston-Salem, Salis- 
bury, Hickory,, Charlotte, Green- 
ville and Spartanburg. 

Attending these meetings also 
was J. H. Dyer, field representative 
of the National Electrical Con- 
tractors’ Association. At each of 
the meetings, Mr. Dyer explained 
the value of this program to con- 
tractors and assisted them in the 
planning of local programs. 

Ralph Bouligny, of Charlotte, 
who has been active in electrical 
contractors activities, spoke at the 
Charlotte meeting and enthusias- 
tically expressed his belief that 
this program was the first definite 
means which the indus:ry has ever 
had to create a desire for better 
wiring on the part of the public. 
Mr. Bouligny said that. therefore 
the majority of the advertising 
carried on by manufacturers has 
been directed toward the electrical 
industry. With this program, wir- 
ing facts will be explained to the 
public telling Mrs. Housewife and 
Mr. Home Builder why adequate 
wiring is needed as well as what 
constitutes adequate wiring. 

One architect at Winston-Salem 
who attended the meeting was so 








____IN THIS SECTION: 
Adequate Wiring in a Newspaper Plant 
Evaporative Cooling Practical 
Service Continuity in Hospital Wiring 








enthusiastic about the certified 
plan that he expressed his desire 
to have this plan retroactive so 
that some of the more outstanding 
homes in which he had designed 
unusually good wiring systems 
could be certified by the local 
bureau. 
(Continued on page 59) 





NEMA Studies Rubber Covered 
Wire Carrying Capacities 


The Rubber Covered Building 
Wire Section of the National Elec- 
trical Manufacturers Association 
has been conducting an active in- 
vestigation of the factors controll- 
ing the dissipation of heat pro- 
duced in electrical conductors. The 
findings are to be used in calcu- 
lating safe current carrying capa- 
cities for rubber covered wire to 
replace values in current use. 

The results of the investigation 
were presented at a recent conven- 
tion of the A.I.E.E. in a paper by 
S. J. Rosch, chairman of the sub- 
committee which conducted the in- 
vestigation. 


National Women’s Magazines 
Endorse Wiring Program 


Every national women’s maga- 
zine has welcomed the National 
Adequate Wiring Program as an 
important contribution to progress 
in home planning, reports tre Na- 
tional Adequate Wiring Reporter, 
edited by Albert Pfaltz, of the 
National Adequate Wiring Bureau. 

Editors of these periodicals evi- 
dence an active interest in the 
householder’s need for adequate 
wiring. Never before has an edu- 
cational program to the public been 
rewarded with such immediate re- 
sults, in terms of feature articles 
and editorial emphasis, in advance 
of its formal opening. 

In adition to the editorial fea- 
tures which have been and are 
being published, adequate wiring 
standards have been added to the 
house plans distributed to readers 
of those home magazines which 
maintain architectural  depart- 
ments. Articles published to date 
have had a circulation of nearly 
twelve million copies. 





The electrical industry in the Carolinas will support the National Adequate Wiring 


Program actively. 


These men met recently to discuss plans. 


Left to right, Roy A. 


Palmer, Duke Power Co.; A. E. Schanuel, National Adequate Wiring Bureau; E. V. 
Sapp, Economy Electric & Supply Co.; W. T. Anderson, Anderson Electric & Supply 
Co.; Ralph -Bouligny, Bouligny Electric Co.; and Jack Dyer, N. E. C. A. field 
representative ‘ 7 " ‘ ‘ ‘ ; ; é ° 
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N EXAMPLE of wiring for 
A adequacy and efficiency in a 

modern newspaper plant is 
in the electrical in- 
stallation recently completed by 
The Electric Shop, Inc., for the 
Morning Advocate and State-Times 
of Baton Rouge, Louisiana. 

The wiring installed was de- 
signed not only for present re- 
quirements but for future expan- 
sion as well. A four wire, three 
phase system was used to give the 
advantages of having lighting and 
three phase power available from 
any panel, of better voltage bal- 
ance, and economy in wire capaci- 
ty. 

The system has an underground 
feed from an independent bank of 
transformers in a waterproof vault 
under the sidewalk alongside the 
building. Seven conductors were 
used of 500,000 cm each. This is 
more carrying capacity than is 
necessary at present but the entire 
job was planned with the future in 
mind and allowances were made 
for subsequent expansion in any 
part of the plant. 

Two current transformer cab- 
inets were installed with all light- 
ing and power on one meter. If it 
later becomes desirable, the second 
transformer cabinet can be utilized 
for a division of the intake with 
one meter handling the lighting 
and the other, the power. 

The seven conductors were in- 
stalled in two cables of three con- 
ductors each and one independent 
neutral wire. Lead covered cable 
was used in all control circuits and 
the color code makes any later 
work on wiring a simple matter. 


to be found 


! equate Wiring 
ina 
Newspaper Plant 


By R. T. Huson, Jr. 


No conduit of less than 34-inch 
was used anywhere in the building 
as a provision for future increases 
in capacity. No excessive voltage 
drop is expected because No. 12 
wire was the smallest used. 

The Duplex Unitubular press is 
fed with two independent circuits 
from the basement control board 
through a dual control panel. The 
press is in two units, each driven 
by a 50 hp and a 5 hp motor. The 
units can be driven individually or 
in parallel. 

Another advantage was gained 
by the use of slip-ring induction 
motors controlled from motor- 
driven rheostats. The controls can 
be placed in parallel also. The rheo- 
stats are returned to normal posi- 


tion when the stop station is 
pressed. 

A set of emergency stations 
was installed on each side of the 
control panel. All stations are fed 
to the board from the press through 
a transfer switch. 

In case of trouble in one or more 
control stations on the press the 
power can be transferred to an 
emergency station on the side of 
the control board for the unit of 
the press on which the trouble 
occurs. The emergency stations are 
identical with the normal stations 
and there is one for each motor. 

The No. 1 unit of the press has 
six control stations located at vari- 
ous convenient points on its frame 
and has the emergency station on 


Personnel of The Electric Shop, Inc., grouped around the press control panel. Reading 


from left to right, standing: 


M. A. McLin; M. B. Sachse, president; Don Walker; 


C. H. Sims; M. A. Gautreau; L. C. Fourrier, secretary and treasurer; A. E. Hogan, 


vice president, and Leo McVey. 
Steagall and Sam Romeo . .. ti, 


Bottom row: O. M. LeBlanc, Sidney Browning, Percy 


. . . . . . 7 . . . . 





ELECTRICAL SOUTH for MAY, 1938 


The exclusive Westinghouse 
Diamond pointed jaw con- 
fines the bead to sections 
outside the contact area, sec- 
tions which do not normally 
carry current. 


THERES ASWITCH WE NEVER HAVE TO 
BOTHER WITH.JOE! 


YOU SAIDIT BOSS! THESE 
WESTINGHOUSE SAFETY 
SWITCHES SURE STAND 

UP AND TAKE IT. YOU DONT 
HAVE TO NURSE THEM 
ALONG 


0 
) 


TIGHT, COOL CONTACTS IN THESE SAFETY SWITCHES 


You don’t have to keep dressing down jaws and blades to main- 
tain tight, cool contacts in Westinghouse Safety Switches. Jaws 
are diamond-shaped. When contact is broken, the arc is drawn 
between the diamond point of the break jaw and the end of the 
blade. The sections that carry current cannot pit, bead or burn off. 

In addition, one-piece copper parts prevent heating from loose 
connections. And in 575 and 600-volt switches, ‘““De-ion”’ grids 
quench heavy arcs almost instantly. 

For safe contact at all times, specify Westinghouse. All com- 
mercial types and ratings available from your: 


Electrical Wholesaler Electrical Contractor 
Motor Dealer Industrial Agent 


WESTINGHOUSE ELECTRIC & MANUFACTURING CO., EAST PITTSBURGH, PA. 
J-20516 





Primary switch, transformers and secondary cables are shown in this 
view of the underground transformer vault serving the plant ; 


the side of the control panel. The 
No. 2 unit has eight control sta- 
tions in addition to the emergency 
station. 

This makes it possible to control 
the press from 14 different sta- 
tions when the two units are being 
operated in parallel. 

A test switch on the control 
panel can be thrown to test posi- 
tion and all control equipment on 
that unit can be tested without 
running the motors. Each station 
has a safety limit which controls 
that particular unit of the press, 
or both units in parallel . 

The press is lighted from under- 
neath with independent circuits for 


Upper left, a section of the composing room showing the direct 
type lighting fixtures and conveyor belts from the news room. 
Lower left, the news room with the staff at work. 
type lighting fixtures are served from five different circuits 
which permits economical operation for light shifts ue 


each unit. Direct lighting and con-. 


venience outlets were provided in 
the walls of the pit. 

On press motors the resistors 
were wired so that the starting 
load can be made light, medium or 
heavy. Three-pole double throw 
switches were used and the open 
position of the switches handles 
the medium load. 

The 5 hp job motors have rheo- 
stats for variation of starting 
torque. 

Each of the 50 hp motors has an 
a-c ammeter which operates in- 
dependently of the other, making it 
possible to ascertain the current 
drawn at any time. 


The indirect 
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Press equipment also includes 
two 3 hp hoist motors for installing 
rolls of paper in place on the press. 
The motors are controlled from 
push button stations fed by inde- 
pendent systems. A rewind motor 
makes it possible to wind the paper 
from two small rolls into one large 
roll and eliminates the necessity of 
stopping the press to change a roll 
during a run. 

The news room on the second 
floor required circuits for a-c, d-c, 
telephone, Associated Press, Unit- 
ed Press, Western Union and Post- 
al telegraph wiring and lines for 
a radio broadcasting studio. 

All of these lines enter a panel 
box in the teletype room and any 
line can be interchanged at the 
panel box and can be fed inde- 
pendently from the outside or con- 
nected to the radio station’s trans- 
mitter through leased lines. 

All of the general wiring was 
installed in metal underfloor ducts 
and the floor ducts are so ar- 
ranged that an outlet can be ob- 
tained every two feet. This makes 
possible any changes in the desk 
arrangement which may later be 
found more desirable. At present 
eight outlets are provided for 16 
desks, with one set of outlets serv- 
ing two desks. 

(Continued on page 20) 


Upper right, a view of the Duplex Unitubular press which can be 
controlled from any one of 14 stations identical with the one to 
which Pressman A. E. Kirby is pointing . . . Pega he oak 
Lower right, the business office lighted by semi-indirect units. 
All general wiring is carried in metal underfloor raceways 
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Kighi MOTH SEASON ! 


This counter display will sell Premier hand cleaners... 
Many dealers are using it! 


Gel yours al conte! 


ERE IS A NEW ANGLE to Premier's 
H gigantic national Spring sales 
campaign. As you know, ads in The 
American Weekly feature Premier’s 
famous “Big 3” Offer consisting of Floor 
Cleaner, Hand Cleaner, and free Lamp. 


Now, right in moth season, we put extra 
emphasis on the Hand Cleaner. This 
complete moth-killing outfit will speed 
sales on that item. Also, it opens the way 
for you to sell the Premier Floor Cleaner 
“Big 3” combination because when a 
woman buys the hand cleaner she'll be 
willing to consider the floor cleaner, too. 





re ~ i Rush the coupon below for one of these 
: new counter displays on the Premier 
She ANSWER To your “Pic-Up” Hand Cleaner. Put it up and 


watch it build business. 


aa. 


PREMIER DIVISION 
LECTRIC VACUUM CLEANER CO. 


1734 Ivanhoe Road ¢« Cleveland, Ohio 


Se ee ee 
Quality Vacuum Cleaners that Sell ee oe ean, ee , 


’ Name ie 
Street 
City ¥ 


One of America’s Fastest Selling and BEST-KNOWN VACUUM CLEANERS a . ‘ 
ie 8 8 8F Fs 





Evaporative Cooling Practical 


In Southwestern States 


ESERT people long ago 
Dicer the principle of 

cooling by evaporation. Dif- 
ficult as it may be to believe, freez- 
ing temperatures may be produced 
when the air is sufficiently dry and 
an ample supply of water is avail- 
able together with a means of keep- 
ing the air moving through the 
evaporation medium. 

Few habitable regions in the 
United States possess such extreme 
characteristics. But much of the 
Southwest is sufficiently arid to 
make evaporative type coolers an 
economical and effective means of 
cooling homes and small business 
establishments during the summer 
months. 

The evaporative-type cooler is 
not recommended as a substitute 
for the conventional type air con- 
ditioning unit. Its low price and 
effective results, however, make it 
a most desirable system for those 
who would be deterred from buying 
the conventional type air condi- 
tioning system, utilizing mechanic- 
al refrigeration, air filters, circu- 
lating fans, etc., because of the 
higher initial cost. 

Experience has proved that in 
dry, hot climates where humidity 


Schematic diagram at right shows 
operating principle of evaporative- 
type cooler. A typical mat installa- 
tion is shown below . . ... 


q S. TANBERG, southwest manager for Wagner Elec- 
- tric Corp., describes many interesting features of 
the evaporative-type coolers which are gaining in popu- 
larity rapidly in the Southwest where humidity condi- 


tions make their 


economical 


conditions are relatively low, pro- 
perly constructed and _ operated 
evaporative coolers will lower tem- 
peratures from 20 to 30 degrees. 
These results are obtained at rel- 
ative humidities of 50 per cent or 
less, thus bringing the conditions 
well within the “comfort zone.” 
During the past two years the 
evaporative-type cooler has been 
developed to a high degree of ef- 
ficiency in the Southwest. This 
type cooler operates on the princi- 


operation 


both practical and 


ple of absorption of heat by evap- 
oration of water. The usual method 
of construction is to build a window 
box with an excelsior mat two to 
three inches thick placed in a verti- 
cal position, with provision at the 
top for dripping water through the 
excelsior. Cooling is produced by 
drawing large volumes of air over 
the moist excelsior mat, thus pro- 
viding active circulation of cool air 
through the home. 

It is necessary to have a suffi- 
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ciently large volume of air to pro- 
vide a complete change in the home 
every two to three minutes. The 
cooling mat through which the air 
enters must be large enough to 
reduce resistance to incoming air 
to a low value, otherwise, the ef- 
ficiency and cooling effects are 
greatly reduced. 

Until recently no real attempt 
had been made to provide a fan 
unit that would meet the specific 
requirements of these evaporative 
coolers. Most of those in use were 
purely make-shifts. Among the dis- 
advantages of many of the fans in 
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Keep the main line open for pay load—de- 

tour lightning harmlessly to ground—with 

Westinghouse LV Autovalve Arresters. 
Savings are certain—customer outages cut 50%—transformer 
burnouts 40-95% less—25-50% fewer blown primary fuses! 
They are assured because of the reliable performance of LV 
Arresters—even under the heavier duty imposed by 3-point 
protective wiring. 
And these figures are the actual experience of hundreds of power 
companies, who find LV’s 99% free from failure. 


ae 


Before LV Arresters come to 
you, every element and every 
completed arrester must pass 
the most thorough and exact- 
ing tests known to the industry 
—tests designed to represent 


conditions more severe than Ree : ‘ a 
 e > A 


those found in actual practice. Each Autovalve block is proved flawless by a 
surge test that duplicates the effect of lightning. 


RESULT—these practical and r 
money-saving advantages. \ -2 $ 
Surge current capacity of 50,000 


amperes, through improved com- 
position of porous blocks. 


Harmful power follow current 
eliminated. 


Moisture- proof design proved f 
Cy Moisture proof, a vital consideration, is 
by complete absence of distribu- proved by an immersion test under pressure. 


tion arrester failures from this cause. 


* 


For complete details, call your 
nearest Westinghouse District 
Office, or write to Westing- 
house Elec. & Mfg. Co., Room 
7-N, East Pittsburgh, Pa. 


This continuous bad weather test dup- 
licates actual operating conditions. 
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use were high speed, noisiness, and 
high energy consumption. Cooling 
fans can now be obtained that will 
deliver the necessary air volume 
quietly with high efficiency mo- 
tors, having energy consumption of 
only 200 watts or less. 

In promoting the sale of this 
type of equipment, the contractor 
should have a thorough knowledge 
of his subject and some grounding 
in the engineering features which 
enter into every job. He should be 
able to discuss air temperatures, 
air humidity, effective tempera- 
ture, comfort zones, and other fac- 
tors which enter into the design of 
cooling systems. This means that 
he must delve into the subject so 
that he has a good idea of just 
what it is all about and so that he 
can translate the technicalities into 
understandable terms for the lay- 
man. 

In talking to the layman who 
has little if any insight into the 
mysteries of air conditioning, it is 
most essential that the subject be 
described to him in a graphic and 
understandable manner, rather 
than in technical terms which mean 
nothing to the listener. Illustra- 
tions should be used profusely. 

In talking of “humidity,” for 
instance, he should make the lis- 
tener visualize this in the form of 
the effects of low relative humidi- 
ty; transform it into terms of 
drying up of furniture, creaking 
of floors, and troubles from exces- 
sive dryness of throat and nose. 

Successful selling of evaporative 
coolers demands careful engineer- 
ing. Actual measurements should 
be taken of the area to be condi- 
tioned. Multiply length, times 
width, times ceiling height, and 
the result will be the cubic feet 
content of the space to be condi- 
tioned. Divide the product of the 
above by three, which will give the 
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amount of air required per minute 
to change the air in the space once 
every three minutes. Select the fan 
unit that is rated nearest to this 
figure. If feasible, select a three- 
speed unit as the flexibility of this 
unit makes it particularly satisfac- 
tory for this application. 


Some Helpful Suggestions 


The following suggestions will 
prove helpful to the dealer in se- 
lecting and selling evaporative 
coolers: 

(1) Use a fan of ample size. The 
cubic-feet-per-minute  air-delivery 
of the fan should equal one-third to 
one-half the total cubic feet of 
air-space. 

(2) Use ample evaporator pad 
surface. The amount of pad re- 
quired varies with temperature and 
humidity conditions. Under the 
most unfavorable conditions, a pad 
area of one square foot for each 
100 cubic feet of air fan capacity 
per minute may be required. In 
drier climates a smaller pad will 
be satisfactory. 

(3). Pad construction should be 
as follows: Pad should be two to 
three inches thick; excelsior should 
be loosely packed; sides of pad 
should be tied together with wire, 
to prevent excelsior from settling; 
and pad should be so constructed 
that it can be removed and opened 
for replacing excelsior. 

(4.) Provision must be made for 
even distribution of water at top 
of pad. 

(5.) Switch and water valve 
should be provided inside house. 

(6.) Locate air inlet high to 
prevent drafts—about seven feet 
above floor being ideal. 

(7.) Cooler cabinet should be 
air-tight so that all air must enter 
through the evaporative pad. 

There are also certain require- 
ments in regard to operation which 


The shaded area under the curve shows the cond- 
tions under which evaporative cooling is practical. 
When lines drawn through the existing relative 
humidity and temperature intersect below the curve, 
evaporative 
conditions 


cooling will produce comfortable 
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Above, another exterior view of evapora- 
tive cooler, which is constructed with 
pads on three sides. Below, an interior 
view showing that appearance of unit can 
be made to harmonize with decorative 
scheme 


should be observed. If the con- 
tractor makes sure that the unit 
is being operated correctly, he will 
be more likely to have a satisfied 
customer and one that can be de- 
pended upon to recommend him to 
friends and acquaintances. 

In general, the water flow should 
be regulated so that there is little 
waste. This cannot be done exactly 
because requirements will vary 
with variation in relative humidity 
and with the fan speed when a 
multiple-speed fan is used. To rem- 
edy this condition, one manufac- 
turer has developed a small, self- 
priming pump that can be operated 
from the fan motor in the larger 
units. A water tank is provided at 
the bottom of the cooler and in- 
coming water is regulated by 4 
float operated valve. The pump 
keeps the water dripping over the 
pad but unevaporated water drains 
back to the tank for recirculation. 
No drain is required and the wa- 
ter consumed is only that evaporat- 
ed. (Continued on page 24) 








is the time to “CASH IN” on our big 


4 EX 


TRACE MARR REGISTERCO US PAT. OFF, 


“BRIDE'S SPECIAL” 


combination glass coffee and tea maker 


Smashing through with a ‘Bride's Special’ value—available in 
both electric table and kitchen range models—and an inten- 
sive, hard-hitting, advertising drive—SILEX offers you the big 


Specially designed “Bride's Blue*’ 
opportunity of the Wedding Gift season. 


carton with plenty of Gift Appeal! 


With such tremendous, sales-making support and the Silex 

reputation as the pioneer glass cofee maker that revolutionized 

the entire art of coffee brewing, this promotion is the event of the 

Spring presses disc against day. Get behind Silex. Tie in with “Bride's Special” counters 
Say iia and window displays! Your best customers will be repeatedly 
: sold by Silex advertising in the magazines listed below. 


stops small leaves. 
Neck of tea maker bowl. 


nae, oes Soaps. fonves, “BRIDE'S SPECIAL” OFFER GOOD ONLY ‘TIL JUNE 30, 1938 


allows free flow of tea. 
Spring clip holds strainer in 
neck of bowl. 


isi : sf 29,712,349 Advertisements 
nverts lower Silex bowl into a self-straining tea maker Concentrated Dering the “Wedélag 
: nee Season" in these Leading Magazines— 
The Saturday Evening Post 
McCall's @ House Beautiful 
Woman's Home Companion 
House & Garden @ The New Yorker 
Better Homes & Gardens 
American Home @ This Week 
Good Housekeeping 
American Weekly @ Harper's Bazaar 
Ladies’ Home Journal 


Let these ads appearing in mog- 
azines listed sell SILEX for you. 


vor we JUNE BRIDE 
4 4d -_ 
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GENERAL CABLE 
CORPORATION 


Sales Offices: Atlanta + Boston 
Buffalo + Chicago + Cleveland 
Dallas + Detroit * Los Angeles 
New York + Philadelphia + Pitts- 
burgh « Rome (N.Y.) « St. Louis 
San Francisco «+ Seattle 
Washington (D.C.) 


A Guinea Pig's Fate 
is an Easy One... by Comparison! 


Like medical research through scores of guinea pig gen- 
erations, General Cable RESEARCH on NETWORK CABLE 
has been a long sustained effort. Samples upon samples 
have been tested to destruction. Not by Geer oven and 
oxygen bomb aging tests alone, but by SIMULATED FIELD 
CONDITION TESTS that compress years into days: 


(a) periodic wetting or immersion while under- 
going 

(b) periodic loading equivalent to the fluctuation 
of an average load curve 

{c) including exposure to acid, alkali or neutral 
moisture, with and without such an oil film as 
represents frequent seepage conditions in city 
streets 

(d) and exposure to extremes of heat. 


If you are calculating a probable cost per circuit mile 
year of operation, these test figures and the performance 
records of millions of feet now in service are available. 
Our engineers will be glad to discuss your specific oper- 
ating requirements. 
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Adequacy and Service Continuity 


Feature Hospital Wiring 
By R. A. Jackson 


HE EFFECT of all-industry 
promotion of adequate wir- 
ing is to be seen already in 


specifications of 
under con- 


the electrical 
many buildings now 
struction. 

The electrical installation in the 
new Kate Bittings Reynolds Me- 
morial Hospital for Negroes, Win- 
ston-Salem, North Carolina, is of 
particular interest to electrical 
contractors because of its wide use 
of modern safeguards against pow- 
er and light failure. The hospital, 
of 125 beds capacity, is being erect- 
ed at a cost of about $325,000. 

Edman Electric Company, a lo- 
cal contracting firm, who is doing 
all the wiring and installation work 
on the job, reports that nothing 
smaller than No. 12 wire is being 
used for branch circuit lighting 
throughout the building. 

Protection against the hazards 
of current failure during a critical 
time, such as an operation, will be 
assured through the installation of 
automatic circuit-breakers through- 
out the institution. Circuit-breaker 
panels, such as the one shown in 


‘oz 
he, 


the illustration, will be located on 
each floor. No fuses will be in- 
stalled in any circuits. 

Another safeguard against the 
possibility of power failure will be 
provided by the installation of the 
hospital’s own emergency generat- 
ing plant. A special feature of this 
unit will be its ability to automat- 
ically take on the building’s power 
load requirements immediately up- 
on the failure of the regular power 
supply. 

One of the most complete com- 
munications and signaling systems 
ever installed here will be another 
feature of the equipment. 

The institution’s telephone sys- 
tem will be controlled through a 
PBX switchboard located in the 
main office of the building. In 
addition to the regular outside 
communication lines, the hospital 
will have its own modern inter- 
office phones. These phones will 
be located in every floor office, 
dressing station and nurses’ sta- 
tion on each floor of the building. 

The most unique communica- 
tions feature will be the call system 

which will be con- 
nected with every 
patient’s room. 
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Mere pressing of a button near 
the head of a patient’s bed will 
automatically set several different 
signals in operation over the build- 
ing. A signal light begins flashing 
in every nurse’s station, and buzz- 
ers will sound at five locations on 
each corridor. The light over the 
patient’s own room door will turn 
on, and the signal will be recorded 
on the registry board in the main 
nurses’ room. All these signals 
continue until answered. 

A paging system for doctors, in- 
cluding two enunciators on each 
floor, and a doctor’s registry board 
in the main office are among other 
features to be installed. 


Fixture Identification System 


A simple and effective means 
for quickly identifying any type 
of commercial lighting fixture 
which might be selected by a pat- 
ron is reported by Fred R. Loth, 
Graham and Collins Co., San An- 
tonio, Texas. Following the gen- 
eral custom, such fixtures are sus- 
pended from the ceiling, and in 
this case, a number is placed over 
each fixture. This is a “house” 
number—one given by Graham 
and Collins—and the number, to- 
gether with information which 
will quickly identify the fixture, 
is carried in a record book. 

The advantage of the practice 
lies in the fact that fixtures may 
have been purchased from several 
firms, and that each would have 
an identification number of sev- 
eral figures. 


One of the circuit breaker panels installed in this well de- 


signed installation is shown at the left. 
installed. View below shows typical floor during roughing-in 


construction 


Not a single fuse was 
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Low-Cost Metering 
Installation 
By E. C. Willey 


Ly CONNECTION with the in- 
stallation of multiple metering 
equipment as in apartment houses, 
small store buildings, etc., the use 
of wiring troughs frequently re- 
sults in unnecessary expense, 
especially when time is an import- 
ant element in completing an in- 
stallation. To install a three or 
four meter installation such as 
that shown in the accompanying 
sketch, using only conduit fittings 
would also run the cost up con- 
siderably. We have overcome this 
problem in our instajlations by 
making use of a commercially avail- 
able product of the wire raceway 
type. 

The meter sockets, switches and 
necessary nipple connections, etc., 
are first made up and from them 
measurements are obtained from 
which the wire raceway is bored 
with holes to match the knockouts 
in the switches. 

By connecting the meter sockets 
to the switches with 1” close nip- 
ples and by connecting each meter 
socket to the next with a similar 
nipple, a rigid job is obtained. 
After the proper holes are bored 
in the wire raceway it is connected 
to the switches with %4-inch nip- 
ples, locknuts and bushings. This 





Commercially available wire raceway suit- 
able for outdoor installation is especially ad- 
vantageous for making up group meter in- 
stallations. The letters indicate the follow- 
ing A—service conduit; B—meter socket; 
C—fusible weather-proof switch; D—ground 
conduit; E—one inch close nipple; F—34- 
inch close nipple; G—wire raceway; H—one 
inch close nipple; |—134-inch close nipple: 
J—%4 inch nipple of required length; K— 
flush type circuit cabinets. Solid lines indi- 
cate equipment installed outdoors; dotted 
lines indicate equipment installed on inside 
rear porch. ne es 


work can be accomplished in the 
shop with a considerable saving in 
labor by making use of bench tools. 

At the point marked “I” we 
bored one 14-inch hole for a close 
nipple to join the two sections of 
wire raceway: In this particular 
installation, the vertical section of 
wire raceway is installed on the 
outside of a rear porch while the 
horizontal section is installed on 
the inside of the rear porch, serv- 
ing the group of two-circuit flush 
type cabinets. A short section of 
conduit connects the two sections 
of wire raceway. 

The two-circuit fuse cabinets 
are joined to the strip with the aid 
of 34-inch nipples of the required 
length. Nipples and locknuts will 
cut this cost down because the nip- 
ples may be made from _ short 
lengths of scrap conduit, cut and 
threaded in the shop. 

The horizontal section of wire 
raceway in an installation of this 
kind can be set flush with the wall 
by notching the 2-inch by 4-inch 
wall studs; care being taken not 
to set it too deep. To set it too 
deep would make access to the 
wiring difficult should it ever be 
required. The use of flush type 
fuse cabinets in connection with 
the flush strip results in a very 
neat installation. 

After strip and meter service is 
installed, wires are pulled through 
from cabinets to the meter sockets 
and made up under the proper 
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terminals. The ground wire is 
pulled through all the meter 
sockets straight down and ground- 
ed to the nearest water pipe 
through 14-inch steel tube. 

The service wire is pulled up 
through all meter sockets and car- 
ried out of conduit “A”, leaving 
the proper length required by ord- 
inance, Each circuit is connected 
in the proper cabinet- 





Adequate Wiring in a 
Newspaper Plant . . 


(Continued from page 12) 


The office of C. P. Manship, 
publisher of both papers and own- 
er of radio station WJBO, has a 
built-in amplifier and volume con- 
trol, connected with the quarters 
on the second floor to be occupied 
later by the station’s studios. 

Indirect lighting was used in the 
offices on the second floor, includ- 
ing the news room, and direct 
lighting was provided in all work 
space. The business office on the 
first floor was equipped with semi- 
indirect lighting. 

The entire building was con- 
veniently wired for floor outlets 
for telephone or lights, with the 
exception of storage space in the 
press room on the first floor. 

An electrically-operated conveyor 
was installed to handle copy and 
proofs two ways between the news 
room and the composing room. 
Copy is placed in a hopper and a 
time switch is thrown, setting in 
motion two belts which hold the 
copy and convey it to the compos- 
ing room. 

The time switches at each end 
of the conveyor stop it automat- 
ically after one complete revolu- 
tion. 

In the composing room on the 
third floor all machines are on 
independent circuits. All work 
benches are fed from overhead 
with twist-lock plugs and recep- 
tacles. 

The Electric Shop, Inc., was or- 
ganized in 1933 and has handled a 
number of large jobs in and around 
Baton Rouge since that time. The 
firm was the contractor on a new 
transmitter for radio _ station 
WJBO last year. 

Maurice B. Sachse is president 
of the firm; Arthur E. “Shorty” 
Hogan is vice-president and me- 
chanical supervisor, and L. C. 


“Larry” Fourrier is secretary and 
treasurer. - 
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INCREASE KWH SALES 
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AUTOMATIC ELECTRIC 
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Increase the customer’s annual 
KWH consumption 3,000 to 
4,000 KW H’s this year with 










Write for information on Hot- 





ee Hotpoint Automatic Electric point’s new “Handbook of Electric 
“SS Water Heating,” Form H-312; 

- . and the new consumer booklet 

Water Heating. Build a hard “Comfort For Every Member of 





<p hitting sales campaign and the Family,” Form 56-32. 





go after this rich extra revenue. Every electric range 








user is a natural prospect. Sell them first—then build 





new customers with the dramatic story of modern Hot- 





point Electric Hot Water Service. 








You can do it with minimum investment. Hotpoint’s 





complete line of round and square type models is adapt- 





able equally well to the requirements of off-peak or . 





i continuous service. And growing public interest levels 






; . old barriers of sales resistance — cuts sales costs. 


See the Hotpoint line. Get the story of Hotpoint’s 









special sales promotion materials, and big national 









advertising campaign. 


THE MASTER Prepare to get your 


Hotpoint’s famous round- share of this fast-grow- 
style water heater, finished __ z 

in white with contrasting ing business — now! 
black trim. Fully automatic 

and dependable. Econom- _EpiSON GENERALELECTRIC APPLIANCE C0., nc. 
ical to operate. 5614 West Taylor Street, Chicago, lll 



















CALROD 


Hotpoint’s famous heating 
unit is immersed directly in 
the water inside the tank. It 
delivers heat directly into 
the water, without -waste. 
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Business Statements 
Analyzed by NECA . 


SUBSTANTIAL number of 

business statements have been 
received by the National Electrical 
Contractors’ Association as the re- 
sult of questionnaires mailed out 
in its business survey for 1937. An 
analysis of typical statements re- 
ceived during the two weeks follow- 
ing the mailing of the question- 
naire is presented in the accom- 
panying tabulation. 

The data have been tabulated by 
states and will be found useful in 
making comparisons of business 
conditions and types of work. 

In examining these statements, 
the Association found that in sev- 
eral instances the statements 
showed no specific item for man- 
agement salaries, and indicated 
that the owner of the business 
looked to the net profit at the end 
of the year for the only basis for 
his compensation. The Association 
points out that it is not good ac- 
counting practice to omit manage- 
ment salaries on the basis that the 
owner of the business receives all 
of the net profits. 

True net profits do not occur 
until after each factor necessary in 
the operation of the business has 
been paid for, and management is 
an essential cost of operating a 
business and must be included in 
determining overhead before a true 
profit can be shown. Unless this is 
done, the overhead percentage used 
in determining the selling price of 
jobs will be incorrect and may lead 
to no true profit in the business. 

In other instances, no figure has 
been shown in the operating ex- 
penses for rent because the prem- 
ises occupied by the business are 


owned and not rented. This also is 
dangerous accounting practice, the 
Association points out, as it sets up 
overhead on a false basis which 
may be suddenly changed by a fire 
or other exigency. 

A nominal amount for rent 
should be set up as a bookkeeping 
entry in order to show the true 
cost of operating a business of that 
size, and this amount charged as 
rent in the overhead statement may 
then be offset by a journal entry 
as a miscellaneous receipt which 
goes back into the net income of 
the business after the figure for 
profit from operations has been 
obtained. 

In other words, the saving on 
rent from premises owned is not 
earned by the operation of the 
business but is a contribution from 
owner’s capital investment. 


Evaporative Cooling Practical 
In Southwestern States 


(Continued from page 16) 


For best results, the cooler 
should be operated with windows 
open on the opposite side of the 
room or building, so as to result 
in the least possible recirculation 
of air. If this is done, the cooler 
will provide a maximum of fresh, 
clean, cool air. 

All air drawn into the house 
passes through the excelsior pad, 
which acts as a filter and collects 
dust, insects, etc. For this reason, 
the excelsior pad should be easily 
removable. Excelsior should be re- 
placed as frequently as conditions 
make it necessary. It is also neces- 
sary to remove the pad for oiling 
fan motor approximately once a 
month. 

As a word of caution, the con- 
tractor should not overlook the 
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fact that the actual cooling effect 
produced by an evaporative cooler 
depends to a large extent upon 
factors beyond his control, such as 
the day to day relative humidity, 
efficiency of mat, temperature of 
spray water, etc. For this reason 
he should avoid any guarantee of 
actual reduction in temperature. 
Once a typical installation has 
been installed in his community, 
an actual demonstration of this 
unit will prove his best sales ap- 
proach. 


Transformer And Switch 
Cabinet Installations 


When installing instrument 
transformer cabinets in combina- 
tion with large entrance switches 
of 400 or 600 amperes and a wiring 
trough from which _ sub-main 
switches are connected, J. B. Tal- 
bert, foreman of the Hunter-Hogue 
Electric Company, Atlanta, rec- 
ommends the following method 
which allows for greater efficien- 
cy and a much neater installation. 

Instead of nippling the trough, 
the box should be made with a lip 
and then bolted to the transformer 
cabinet. An opening the size de- 
sired should be cut in the ends of 
the trough and the cabinet, and 
the same procedure is also fol- 
lowed in connecting the switch box 
to the transformer cabinet. 

The size hole required depends 
on the size of the wire or cable. 
However, the cut made is usually 
about four inches by eight inches 
and the holes are lined with lead 
to prevent any abrasions or injury 
to the conductors. 

This method permits the wires 
to be connected with a minimum 
of bends with the result that con- 
nections can be made in less time. 








Typical Electrical C 
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Total Percent 
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Billed Materials 
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25,725 
22,841 
25,186 
24,114 
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Birmingham Bureau 
Extends Scope . . 


HE Birmingham Electric Re- 

frigeration Bureau has changed 
its name to Electric Appliance Bu- 
reau and has made its code of 
ethics applicable to electric ranges, 
washers and ironers as well as 
electric refrigerators. 

R. P. McDavid, Birmingham Kel- 
vinator distributor, was elected 
president for 1938 succeeding Ed 
H. Henley, and L. W. Curl, man- 
ager of Birmingham’s Frigidaire 
branch, was named vice-president. 
Ira L. Randall will continue as 
secretary-manager. 

The Bureau decided at its an- 
nual meeting to compile a list of 
former owners of all repossessed 
refrigerators and to make it avail- 
able to all dealers. Further credit 
will not be extended by any dealer 
to these cases. 

As revised, the code specifies no 
home demonstrations of ranges and 
refrigerators, but permits them on 
washers and ironers. A maximum 
trade-in allowance of $5 on ice 
boxes and $10 for stoves was set 
with “no necessity for trade-ins on 
ironers and washers.” In addition 
to the trade-in, a down payment of 
$5 on ranges and refrigerators was 
fixed with some suggested on wash- 
ers and ironers. 

A committee was appointed to 
draw up a blue book of allowances 
on used refrigerators, if such step 
is deemed advisable. Prices on re- 
frigerators are to include a $5 fee 
for installing base plugs. 

Premiums or bonuses with the 
sale of refrigerators are banned. 

Enforcement of the code is left 
largely in the hands of distributors 
after the secretary-manager of the 
Bureau endeavors to settle any 
complaint which may be registered. 

President McDavid commented 
on the way refrigerator selling 
conditions had improved in the 
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city. Seven years ago groceries, 
radios and turkeys were being of- 
fered “free” by some dealers along 
with each refrigerator sold. 


Appliance Sales Continue 
Below Year Ago 


Household washers shipped in 
February showed an upturn from 
January, totaling 94,734 compared 
to 72,611, or an increase of 30.6 
per cent, according to industry 
figures reported by J. R. Bohnen, 
executive secretary of the Ameri- 
can Washing Machine Manufac- 
turers’ Association. February ship- 
ments were 36.6 per cent below 
those of the same month last year. 
- Electrical vacuum cleaner sales 
as reported by the industry for 
February totaled 100,412, compared 
to 151,264 in February, 1937, and 
118,127 in January, 1938, C. G. 
Frantz, secretary of the Vacuum 
Cleaner Manufacturers’ Associa- 
tion, announced recently. 


The National Electric 
Range Spring Showing, 
held April 11 to 30, gave 
dealers, distributors and 
utilities everywhere an 
unusual opportunity to 
capitalize on the greatest 
electric range promotion 
the industry has ever 
seen. 

Full page color adver- 
tisements in leading na- 
tional women’s maga- 
zines, such as that shown 
here, paved the way for 
sales. This advertising 
alone reached more than 
13,000,000 homes. 

Marked by coverage 
never attempted before, 
carefully timed to give to 
dealers and utilities the 
greatest possible amount 
of sales weight, the elec- 
tric range promotional 
campaign of 1938 is ex- 
pected to push electric 
range sales well above 
previously established 
quotas. 


Retail and Wholesale Trade 
Census Announced .. . 


ECOGNIZING the growing 

need for current information 
on retail and wholesale trade, the 
Bureau of the Census is undertak- 
ing, immediately, a survey of busi- 
ness on a major sample basis for 
the first two quarters of 1938 and 
for each quarter of the calendar 
year 1937. 

The schedule forms which will 
be employed in taking the Census 
contain inquiries that will provide 
sales and pay roll information for 
each quarter of 1937 and the first 
two quarters of 1938. All informa- 
tion will be collected and compiled 
for identical establishments. 

The Census will therefore, for 
the first time, provide direct com- 
parisons of sales and payrolls for 
six consecutive quarters which will 
show definite trends. 

In order that there might be 

(Continued on page 80) 
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“Step-by-Step Sales Plan Successful 
In Selling Air Conditioning 


HE package nature of mod- 
ern air conditioning equip- 
ment has proved most ad- 
vantageous to Bromberg & Co., 
Birmingham, Ala., in their plan to 
selling year-round air conditioning 
for the home step-by-step, just as 
complete electrical kitchens are 
sometimes sold one unit at a time. 
Just as in the case of electrical 
kitchens, only a limited number of 
prospects can purchase a complete 
installation, all at one time. But a 
considerably larger number of 
prospects are able financially to 
buy one item at a time. When the 
appliance dealer sells a prospect a 
single item, he has every opportun- 
ity to sell him at the same time an 
ultimately complete air condition- 
ing system. 

As an example of the successful 
application of this plan, Robert H. 
Bromberg, president of the firm, 
describes a typical sale. It started 
with the sale of single room cooler. 
But Mr. Bromberg did not close 
his files on this customer until he 
had eventually sold him a complete 
year-round conditioner. 


By Geo. H. Watson 


The firm’s first contact with 
this typical customer was an in- 
quiry resulting from a factory 
room cooler advertisement in a 
national magazine. 

When called upon, this prospect 
complained of not being able to 
sleep during the summer after a 
hard day at the office. He wanted 
some way of cooling his bedroom. 
The first sale to him was a simple 
room cooler of the self-contained 
type. 

The customer liked the resulting 
“sea breeze’ so well that he in- 
quired if the cooler could be con- 
nected so as to serve an adjoining 
room. He wanted other members 
of the family to have the benefit 
of the cooling unit while he was 
at the office or away from home. 
The dealer made such an installa- 
tion, more or less as a temporary 
accomodation measure, because it 
was realized that the cooler was 
just a “come-on” for a much larger 
sale eventually, not onl ycooling 
but heating as well. 


Although this home was constructed with no provision for air 
conditioning, equipment was sold step-by-step until eventually 
a full year-round system was installed. Ducts were installed 
without disfigurement 


With the approach of winter, the 
matter of a heating plant came up 
for attention. It should be explained 
here that when the prospect built 
his home in 1930, his mind was not 
made up as to the type of heating 
and air conditioning to be used. No 
provision for a central heating 
plant had been made except for 
grates in several of the rooms. He 
believed at that time that improve- 
ments would shortly be made in the 
equipment then on the market. 

After some discussion the dealer 
sold the prospect an oil-fired win- 
ter air conditioner with forced air 
circulation, humidification and fil- 
tration. There was a minimum in- 
terference with house-keeping as 
the risers went up through the 
closets with only short runs of 
duct-work. Outlets were placed in 
the side walls near the ceiling line. 

Although the customer had not 
then given his approval to the in- 
stallation of summer cooling, pro- 
vision was made for it, using the 
same duct work. The customer pre- 

(Continued on page 32) 
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It's today’s job and not tomorrow’s — to reduce the cost of 
fuse replacement service. A check-up of Central Station 
Companies to find out what it costs to service fuse replace- 
ments revealed that an average of 5lc per customer per 
year was not uncommon. The chances are that your costs 
are higher. 

Every installation of Westinghouse Nofuze equipment re- 
duces these service costs. And because it eliminates even 
short delays in restoring service, the customer is better 
satisfied. 

Make the promotion of fuseless circuit protection today’s 
job for today’s profits. Send for the booklet, ‘There’s One 
Born Every Minute,”’ a story on fuseless protection that’s 
right to the point. Ask your nearest Westinghouse office or 
wholesaler. 


WESTINGHOUSE ELECTRIC & MANUFACTURING CO. 
EAST PITTSBURGH, PA. 


+ 
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Radio Display Booths 


Three hundred dollars built these display 
rooms but they more than doubled sales. 


HREE hundred dollars spent 

] by the Continental Electric 

Corporation of Charlotte, 
North Carolina, for the construc- 
tion of three radio display rooms 
proved to be one of the best invest- 
ments the company has ever made. 

These display rooms have so re- 
duced sales resistance and the time 
and effort necessary for complet- 
ing sales that radio sales have more 
than doubled. 

Describing the advantages of 
having several separate display 
rooms for radio, J. A. White, man- 
ager of the firm, states: 

“It takes twice the time, the 
sales ability, the effort and the 
tact for an electrical appliance 
salesman to sell a radio in the 
store’s general display room as it 
takes to sell the same radio to the 
same customer in a private display 
room. 

“IT am speaking from actual ex- 
perience and not from what the 
salesmen have told me,’”’ Mr. White 
continues. “Our radio sales are 
two-to-one greater than they were 
before we built the radio salon. 
The cost of it was so small that it 
is hard to believe that it could 
mean quite so much to our volume 
of business each month.” 

Immediately after arriving in 
Charlotte last June from Roanoke, 
Virginia, to take charge of the 
local store, which is one of the 
city’s largest firms dealing in 
radios, laundry equipment, refrig- 
erators, lighting fixtures and all 
types of small appliances, Mr. 
White inaugurated an extensive re- 
modeling and redecorating pro- 
gram. 

He studied the spacious display 
room carefully before he mapped 
out plans for its remodeling. 

He found radios, refrigerators, 
laundry equipment, lighting fix- 
tures and small appliances all dis- 
played in the pretentious display 
room. He learned that refrigerator 
sales had been good. The lighting 


fixture business also had been 
good. But the radio sales were 
down for some reason or another, 
although the firm had advertised 
them and was well stocked with 
the latest models. 

Mr. White realized that every 
available inch of display floor space 
in the store was being used. At 
this thought his eyes turned to 
the storage room which is situated 
in the rear of a balcony. 

With less than $300 he trans- 
ferred more than half of this stor- 
age room into three charming in- 
dividual rooms to 
display the three 
lines of radios 
featured at the 
store and_ also 
built a stairway 
leading from the 
main display room 
to their entrances. 

This balcony ar- 
rangement has 
proved much more 
satisfactory and 
more profitable, 
Mr. White  be- 
lieves, than a sim- 
ilar arrangement 
on the first floor 
would have been. 
He explained that 
it has removed the 
radio buyer en- 
tirely away from 
the noise of the 
main display 
room. 

Each display 
room is 18 feet by 
25 feet in size. 
Plywood panels 
were used to se- 
gregate them from 
the storage room 
and also as parti- 
tions. They are 
equipped with 
comfortable chairs 
and lamps and the 
floors are covered 
with large rugs. 








———— By L. W. Adams 


Mr. White says that experience 
proves that the chances of making 
a sale in the individual rooms are 
twice whit they were on the main 
floor. He also points out that he 
has found it important to display 
only one line of radios in each 
room. 

“It is the salesman’s job to cen- 
ter the customer’s attention and 
interest upon whatever make radio 
she apparently prefers. This can 
be done only in a room where 
there is no other line of radios on 
display,” Mr. White asserts. 


Only one line of radios is exhibited in each dis- 
play room. The quiet atmosphere promotes cus- 
tomer attention and interest . . . . - 











ELECTRICAL SOUTH for MAY, 1938 





Permits adding more Appliances to present Circuits 


You can load an ordinary circuit right up to capacity and yet 
protect it with a 15 ampere Fustat. Its long time-lag keeps it from 
opening needlessly as when motors start on washing machines, oil 
burners, refrigerators and other appliances. 

Thus you can expand the use of present circuits with perfect 
safety — and without incurring needless blowing of fuses. 


Abolishes aggravating ‘‘Blown-Fuse’’ Service Calls 


Such calls are wasteful and costly to everybody. 

The user loses time and temper and often money when service 
is off. 

The service man is dragged away from more profitable work. 

Contractor or dealer loses if user kicks about paying full cost 
of a call where the only work done was to replace a blown fuse. 

The Fustat stops such senseless waste because it doesn’t blow 
needlessly. 


Protects against Dangerous Overloading of Circuits 


The Fustat cannot be replaced with a penny or other sub- 
stitute for the fuse — or with a size too large to protect. 

The user is protected against anyone unwittingly creating a fire 
or personal injury risk thru haphazard practices that permit cir- 
cuits to be overloaded. Once installed, SAFE protection 
REMAINS SAFE. 

If additional circuit capacity is needed, users cannot readily 
side-step the issue — at the sacrifice of safety. 

Prevents Hazardous Burnout of Flexible Cords — 
in Spite of Long Time-Lag 

The Fustat contains a fuse; The ability of a fuse to protect 
against dangerous cord shorts, grounded sockets, etc., is well 
known. 

The quick action of the Fustat on such dangerous “household 
shorts” prevents spraying of molten metal, starting of fires, burn- 
ing of users. 


Helps reduce User Kicks about Service or Appliances 


Users “‘just can’t be made to understand” why other protective 
devices often open when there is nothing wrong. 

When such needless shutdowns occur with newly purchased 
appliances they get particularly “thot” and generally throw the 
blame on whomever sold or installed the appliances. 

Such user complaints hurt not only the dealer or contractor — 
but everybody in the Electrical Industry. 

The Fustat offers a common sense way to reduce this evil to a 
minimum, 

It’s Just good business to sell, install and use Fustats. 





Fits present fuseholders 
Thrutheuseof aninexpensive adapter that locks in place, 
the Fustat fits in any standard Edison base fuseholder. 


On new jobs, you can specify that panels, switches, \ F Retails 
etc., be equipped with Fustat bases. 
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“It is almost impossible to cen- 
ter a customer’s attention entirely 
upon any radio, no matter how in- 
terested she may be, when they are 
displayed among all of the other 
appliances, and especially near the 
entrance of the store,” adds Mr. 
White. “Under these conditions the 
customer is distracted by other 
customers and by other appliances. 

“In selling most appliances, the 
salesman is able to dominate the 
attention of the prospect by clever 
sales patter and thus prevent her 
distraction. In the case of radio 
demonstrations, however, where so 
much of the value of the demon- 
stration depends upon the pro- 
spect’s reaction to the radio’s tone 
characteristics, fidelity of repro- 
duction, etc., it is essential that 
all outside interference be eliminat- 
ed. 

“Our radio display rooms serve 
this purpose admirably,” continues 
Mr. White. “When the patron en- 
ters the room, her eyes, ears and 
mind are focused on radios only. 
She sees, hears, and _ therefore 
thinks only of radio. She is in the 
proper surroundings to give her 
undivided attention to studying 
every phase of the instrument in 
which she is interested. As a re- 
sult, the sales effort required to 
close the deal is reduced tremend- 
ously !” 


School Lighting 


Progress . . . 
(Continued from page 7) 


classroom will show that even on 
bright days, the illumination values 
fall off so rapidly as the distance 
from the window is increased that 
the inner row of desks does not 
receive sufficient illumination for 
safe, comfortable and accurate see- 
ing. 

On cloudy and dark days, this 
condition prevails on rows of desks 
closer to the windows. The artifi- 
cial lighting should, therefore, be 
sufficient to raise the illumination 
on the inner row of seats to a safe 
level. 

In many classrooms, the artifi- 
cial lighting is of such low order 
that when it is turned on to sup- 
plement failing daylight, little im- 
provement results. Such lighting is 
a definite waste of taxpayers mon- 
ey and the wiring and lighting had 
better been left out entirely. 

An example of the need for arti- 








ficial illumination to supplement 
daylight is shown in a classroom 
in a school at Greensboro, N. C. 
This particular room is a “sight- 
saving classroom.” Pupils having 
defective vision are placed in this 
room and every effort is made to 
make seeing easy by the use of 
large-print text books, exceptional 
lighting and other similar precau- 
tions. 

The three lighting units com- 
prising the inner row are equipped 
with 1,000-watt lamps and are 
burned constantly during school 
hours. The three outer-row units 
are equipped with 750-watt lamps. 
This system provides an average of 
40 foot-candles in the room. 

The outer row of units is con- 
nected to a photo-electric cell which 
automatically turns on the lamps 
when daylight falls too low. This 
is the first “sight-saving class- 
room” in North Carolina. 


Ideal Requirements For 
School Lighting 


Every classroom of the usual 
dimensions of approximately 20’ x 
30’ should have six outlets—two 
rows of three units each. These 
outlets equipped with semi-indi- 
rect units fitted with 300-watt 
lamps will provide approximately 
10 foot-candles. With 500-watt 
lamps 18 to 20 foot-candles would 
be provided. 

In order to provide flexibility, 
each row should be wired to one 
branch circuit and arranged so 
that the inner and outer rows can 
be switched separately. No smaller 
than No. 12 wire should be used 
and No. 10 wire should be used if 
the first outlet is more than 50 
ft. from the panelboard. With 
this system, either 300 or 500- 
watt lamps can be employed with- 
out making any changes in the 
wiring or fixtures. 


Flexibility Is Desirable 


This flexibility is desirable be- 
cause rooms on the north side of 
the building may require more 
light than those on the sunnier 
exposures. Also, it may be desired 
to use some of these rooms for 
sewing or drawing rooms. Such 
tasks require closer visual applica- 
tion and more illumination is neces- 
sary to provide good seeing condi- 
tions. 

Gymnasiums require high levels 
of illumination. Many games re- 
quire speedy and accurate seeing. 
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Since light speeds sight, good light- 
ing is needed for safety as well as 
enjoyment of the games. 

Where the gymnasium is used 
for banquets, card parties and sim- 
ilar occasions, good lighting is a 
prime requisite to assure comfort- 
able seeing and pleasant atmo- 
sphere. In this way, good lighting 
enhances the usefulness and value 
of the gymnasium. 

The wiring of school buildings 
today should be very considerably 
advanced over the standards of 
even a short time ago. Even if 
present demands do not seem to 
dictate more outlets, more switches, 
more circuits, larger panel boards 
and other additions, the future use 
of the building must be taken into 
consideration. Night classes may 
be held in classrooms. 

Visual education through the use 
of motion pictures, sound-slide 
films and similar apparatus de- 
mand extra circuits and outlets. 
Every classroom should have con- 
venience outlets for this apparatus 
as well as for radio. In some rooms, 
special lighting may be desirable 
to illuminate the blackboards. Lab- 
oratories and shops have special 
requirements for wiring that did 
not exist a few years ago. 


1. E. S. Lamps Can Be Used 


Schools having dormitories 
should be wired for convenience 
outlets and equipped with I.E.S. 
study lamps. These lamps can also 
be used to advantage in some 
libraries or study rooms where it 
is not practical or economical to 
provide a sufficient level of illum- 
ination from a general lighting 
system. All of these require more 
wiring. The Handbook of Interior 
Wiring Design will be useful in 
designing wiring for today’s mod- 
ern school building. 

The many new schools which are 
being constructed today need wir- 
ing and lighting considerably be- 
yond yesterday’s practice. This 
need must be pointed out to the 
public and school officials and the 
electrical contractor and others in 
the industry should put their 
shoulders to the wheel to create 
acceptance of better school wiring 
and lighting. It is sorely needed, it 
is a legitimate expenditure from 
the standpoint of school officials 
and it will pay big dividends in 
better students, fewer repeaters, 
less defective eyesight and more 
business for the electrical industry. 
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Rural Appliance Market Requires 





Special Sales Methods 


PPLIANCE dealers who 
A have failed to work the 

farm market intensively 
during the past year or two are 
passing up one of the very rich- 
est fields of appliance business, 
according to the experience of 
the Flack Appliance Shop, Brady, 
Texas. 

Although this concern pushes 
all major appliances in the rural 
territory, its most marked re- 
sults have been with washers. 
During the past 12 months the 
firm has sold over 200 washers 
of a single make—and the mar- 
ket today is as brisk as the day 
the firm started pushing this 
business, according to Hames 
Flack, owner of the concern. 

Of these 200 washers sold, 
about 70 per cent were sold to 
rural customers, he says. 

Aggressive and consistent sell- 
ing with specialty men who sell 
nothing but washers are respon- 
sible for the boost in business, 
Mr. Flack thinks. 

“Our salesmen work strictly 
on commission,” he _ explains, 
“With a small drawing account 
charged against commissions. 
This account is to provide the 
men with ready cash for car and 
other travel expense, which they 
pay out of their commissions. 

“Although the men work 
strictly on commissions, we con- 
tinually impress them of the 
need for loyalty to the firm and 
with the importance of regular 
hours and hard selling.” 

That the four salesmen are im- 
pressed is indicated by reports of 
sales under adverse circumstan- 
ces, and sales closed late in the 
evening. There was one sales- 
man, for example, who drove 41 
miles after dinner one night, 
through a road being made con- 
tinually muddier by intermittent 
showers, in an effort to sell a 
washer to a prospect who had the 


By Ruel McDaniel 


reputation of being hard to sell. 

The salesman had left a dem- 
onstrater at the rancher’s home 
that morning. The wife had ex- 
pressed her willingness to buy 
the machine, admitted she wanted 
it; but she was afraid to assume 
the responsibility of signing an 
order. Her husband would have 
to do that, she said. 


Start Early to Sell Farmers 


He was to be at home that 
night; but the following morning 
at four o’clock he was to get up 
and start to Fort Worth with 
three truck-loads of sheep. From 
Fort Worth he was going to Chi- 
cago, and would be gone for 
more than two weeks. 

The salesman decided that the 
time to see him was now—while 
the wife was enthusiastic about 
the machine, so he told her that 
he would return that night and 
talk to the husband. 

In the meantime, he had an ap- 
pointment in another section of 
the country for that afternoon. 
He filled that, returned to Brady 





for another demonstrator, ate his 
dinner and headed for the ranch. 

He reached the ranch after two 
hours of slippery driving and 
four hard-to-open gates; but he 
closed the deal, in spite of the 
rancher’s protest that it should 
await his return from Chicago. 

“When you know a _ family 
needs a washer and has the 
money to pay for it, it sometimes 
evolves into a matter of wearing 
down the prospect to your own 
size,” this salesman says. “That 
rancher had no special reason 
for not wanting to buy the ma- 
chine that night. I knew he had 
to get up early the following 
morning; and that meant that he 
was anxious to get to bed. I fig- 
ured by pursuing the sale long 
enough, he would buy, even if 
for no other reason than to get 
me out of the house so he could 
sleep!” 

Selling washers to ranchers 
and farmers is largely a matter 
of canvassing and demonstration, 
provided that the salesmen are 
aggressive, Mr. Flack believes. 

The normal sales routine is for 
the salesman to call at a rural 


* 
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In small communities and rural territory emphasis should be placed 
on demonstration rather than elaborate window and floor displays 






















































































32 


home, contact the wife and try to 
sell her on the idea of a demon- 
stration at once. This, the firm 
finds, is comparatively easy. The 
salesman asks for whatever 
soiled clothes the housewife has 
on hand, and he completes a 
washing for her, explaining the 
various features as he_ goes 
along. 

Completing the demonstration, 
he tries to close a deal for the 
washer. In a surprising number 
of cases, it is possible to sell the 
machine on the spot, because the 
salesman has exercised some dis- 
cretion and selection in choosing 
a home for his demonstration. 

If the sale cannot be closed, 
and if the salesman has reason to 
believe that it can be closed later, 
he leaves the unit on the prem- 
ises, connected and ready for 
use. He instructs the housewife 
in the details of its use and asks 
her to try it on her next wash 
day. 

Within a week he calls back, 
ascertaining on his initial call 
whether or not it is advisable to 
seek the husband for the final 
closing. On this call he either 
sells the machine or picks it up. 
Only in a rare instance will he 
leave the machine longer than 
one washing period. 

Salesmen draw a minimum of 
10 per cent commission, the scale 
going up from that in accordance 
with the price and type of ma- 
chine sold. 


Trade-ins Another Problem 


The company finds that taking 
in livestock as part or full pay- 
ment aids materially; but the 
firm’s livestock man must ap- 
praise such livestock before it is 
acceptable, unless the salesman 
is willing to assume the finan- 
cial responsibility of selling the 
stock and making up the short- 
age, if any, on the deal. 

The company now refuses to 
take in any type of used washer 
except the make it sells; and Mr. 
Flack says that since adopting 
this rule, the used washer prob- 
lem has been minimized materi- 
ally and little resistance is en- 
countered because of th2 policy. 

“We have experienced little 
difficulty in keeping an adequate 
force of specialty men; and our 
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reposessions have been few. In 
fact, the only reposessions we 
have had is a result of our own 
carelessness here in the office in 
not checking credit records with 
sufficient care. That could not 
be laid to the salesmen”. 

Machines are sold on time, 
with a minimum of $19.50 cash. 
The balance is payable within 18 
months, in weekly or monthly 
installments. Contracts are refi- 
nanced through one of the major 
finance companies. 





Step-by-Step Sales 
Plan Successful . . 
(Continued from page 26) 


ferred not to tie up his money in a 
central cooling system at _ that 
time, since he wouldn’t need it 
until the following summer. 

But as hot weather approached, 
the customer began to consider the 
need for air conditioning for the 
whole house. The unit cooler had 
done a good job of silent salesman- 
ship, had given the family a taste 
of comfort cooling. The next step 
was to sell a central cooling system, 
taking back the unit cooler which 
had served its purpose so well. 

But here again “the step by 
step” process was used. The cus- 
tomer wanted to know if he could 
not cool half of his home at a time. 
It is unusually large with a living 
room, dining room, breakfast room, 
kitchen, bedroom, hall and bath on 
the first floor and a living room 
and four bedrooms on the second 
floor. 

He pointed out that his family 
was usually downstairs in the day 
time and upstairs at night. As a 
result, the “50 per cent” installa- 
tion was made with the provision 
that it could be switched upstairs 
or downstairs as desired. The deal- 
er went the customer one better 
and arranged by means of hand 
operated dampers so that two 
downstairs and two upstairs rooms 
could be cooled at the same time if 
desired, but not the whole house. 

In the summer of 1937, the 
equipment to complete the cooling 
of the whole house was sold. This 
consisted of an all-in-one unit with 
a three horsepower compressor and 
one-third horsepower fan motor. 
It handles 1200 cfm, the same as 
the oil fired furnace. All equip- 
ment is installed in the basement. 

“Although we sold this job a lit- 


tle at a time, it should be empha- 
sized that we laid it out with the 
complete picture in mind from the 
beginning,” said Mr. Bromberg. 
“This gave the customer an oppor- 
tunity to pay for the equipment in 
easy stages, to sell himself on it as 
he went along, and yet have an ef- 
ficient system in the end and not 
a mere jumble of apparatus. 

“After all, air conditioning is 
enly a combination of comfort ele- 
ments long used such as heating, 
cooling, humidification, and circu- 
lation. But in the modern year- 
around system they are combined 
in compact equipment which util- 
izes the same ductwork for both 
winter and summer conditioning. 

“Just recently this step-by-step 
customer gave us a written testi- 
monial regarding his installation. 
He said that it cost him $3,000 and 
he wouldn’t take $5,000 and do 
without the comforts it provides. 
He added also that his fuel bill for 
oil now runs only about $60 a year, 
whereas he paid $100 a year for 
coal (for grate fires). 

Bromberg & Co. employs three 
sales engineers in the air condi- 
tioning field and is ready to take 
advantage of the home building 
boom expected under the more lib- 
eral housing act. An exhibit of 
room coolers and other equipment 
was entered in the recent home 
show at the municipal auditorium. 

The sales engineers find it ad- 
vantageous to follow building re- 
ports and to work closely with ar- 
chitects and contractors, who quite 
often determine the type of equip- 
ment going into new homes. Brom- 
berg handled sixteen commercial 
installations in Birmingham alone 
last year and it is from these busi- 
ness contacts that prospects for 
home air conditioning often de- 
velop. 

The concern recently erected bill- 
boards along all the highways lead- 
ing into the city with the special 
purpose of appealing to nearby out- 
of-town home-owners who may be 
coming to the city on business. 

‘We feel that the residential air 
conditioning field is just beginning 
to open up,” said Mr. Bromberg. 
“On the better type homes being 
planned in Birmingham, some 75 
per cent of them contain some pro- 
vision for year-around air condi- 
tioning. Some of these do not in- 
clude summer cooling, but this can 
be added later without much trou- 
ble if the system is designed prop- 
erly in the beginning.” 
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In this section: Expan- 
sion valve adjustments 
and how to test them. . 
Safety service hints for 
service men 





Expansion Valve 
Adjustments . . 
By Allen Parker 


F YOU are like the majority of 

service men, you adjust thermo- 
static expansion valves, although 
without a doubt in most cases the 
trouble lies somewhere else. By this 
I mean that the first incentive 
when a coil is found that is being 
partially starved or is flooding is 
to adjust the valve without realiz- 
ing that the trouble must be some- 
where else. 

If the valve was once properly 
adjusted, there is no reason for it 
to get out of adjustment. So after 
a twist or two of the adjusting nut 
you find to your sorrow that a 
partially restricted strainer, lack of 
refrigerant or perhaps a small shav- 
ing under the valve seat is the real 
cause of the trouble. As a result, 





Method of testing expansion valves 
using pressure tank and constant tem- 
perature bath such as b wi of cracked 
ice Vie ea ee ee 





you have the job of correcting the 
real trouble plus an hour or two 
watching the cycle and trying to 
get the valve correctly adjusted for 
continuous operation with the pro- 
per frost line. 

Some of the most popular type 
thermostatic expansion valves now 
being sold were never designed to 
be adjusted in the field. 


Reason for External Adjustment 


Recently I questioned an engi- 
neer from the factory as to why an 
external adjustment was placed on 
the valves, and received the ex- 
planation that the concealed ad- 
justment type was available and 
they preferred to sell it, but that 
most service men think that they 
must be able to tinker with the 
valve to get maximum efficiency. 
However, the hand adjustment is 
very crude, compared to the preci- 
sion instrument adjustment at the 
factory. 

The reason there is no need of 
adjusting this type of expansion 
valve is that it is designed on a 
balanced principle. The power bulb 
bellows is balanced with the body 
bellows and its corresponding pres- 
sure. 

These two bellows are fastened 
together with a tie rod, which con- 
trols the valve needle and allows it 
to float within a small margin of 
travel, of a few thousandths of an 
inch. Thus the adjustment is purely 
to balance the margin of travel, 
and changing it can only throw it 
out of adjustment. The super heat 
and frost line has been predeter- 
mined at the factory, and a better 
method of adjustment would be to 
move the power bulb. 

Of course, some valves are de- 
signed to be adjusted and this 
should be determined. 


Appliance service men are 
invited to make use of 
this department for the 
exchange of ideas on 
electric appliance servic- 
ing. Payment will be made 
for all material published. 


























This schematic diagram shows method 
of connecting equipment for testing 
expansion valves. “A” is pressure 
tank at 75 or 80 Ibs.; “B” is pres- 
sure gauge; “C” is compound gauge 
fitted to valve outlet; “D” is thermos- 
tatic expansion valve; “E” is ther- 
mostat; and “F” is bowl of cracked 
ice or cther constant temperature 


bath 


Needless to say, expansion valves 
are the source of some trouble, and 
if your share has been too great 
why not begin to test and re-adjust 
them? Here’s how. Connect the in- 
let of the valve to a supply of clean 
dry air (a drum of refrigerant can 
be used if preferred) with a con- 
stant pressure of 75 or 80 lbs. 

Then, loosely fit a compound 
gauge to the outlet of the valve, 
and place the power bulb in a 
known temperature bath, where 
corresponding back pressure can be 
checked. Possibly cracked ice would 
be the most accessible medium, with 
a 32 degree temperature. 

With pressure supplied to the 
valve, loosen the compound gauge 
enough to allow a slight leakage. 
Should the valve be properly ad- 
justed, approximate pressure on 
the low side will be: sulphur diox- 
ide valve, 3 lbs; methyl chloride, 
15 lbs.; Freon, 22 Ibs. 

Erratic operation of the valve 
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can be detected if 
the gauge pressure 
jumps more than 1 
or 2 lbs. with a sharp Orifice 


jar of the _ valve. Diameter: 

Tighten the com- 1/32 inch 
pound gauge, and if /64 inch 
valve is not leaking, 5/32 inch 


a] 
D i 
32 inch 


pressure will build 
up a few pounds and 





Approximate Capacity of Expansion Valve 
Orifice in Tons of Refrigeration 


Approximate Capacity: 
Freon $0-2 Methyl 
.66 


eer sty ee -35 .58 
gi ata beteratoss 1.20 1.90 2.10 
1b: o:cag acento SU 3.60 4.00 


3.60 5.80 6.60 





stop. 

The best assurance 
of entirely satisfac- 
tory service from thermostatic ex- 
pansion valves is to always check 
for the proper size, orifice and 
capacity of the valve for the partic- 
ular job on which it is to be used. 
Many mistakes are made because a 
large range of capacities are built 
into valves using the same appear- 
ance and the same outside physical 
dimensions. A valve too large or 
too small must necessarily be ad- 
justed and the possibility of obtain- 
ing maximum efficiency is elimin- 
ated. 

When installing new valves, al- 
low them to operate three or four 
cycles, before adjustment is made. 
In most cases you will find it un- 
necessary to make an adjustment. 


Safety Service For 
Service Men 


By H. J. Wilkerson 


NE of the most frequent calls 

for service on refrigerators is 
due to refrigerant leaks. If you 
can’t stop the leak, isolate the re- 
frigerator in the room and open the 
window. 

There are three common refrig- 
erants in use today; namely, sul- 
phur dioxide, methyl chloride and 
Freon. All three look like water 
and the last two mentioned are 
practically odorless. However, 90 
per cent of refrigerators in use 
today use sulphur dioxide, which 
has a very strong odor. The small 
amounts used in domestic refrig- 
erators renders it safe for home 
use, and in commercial places where 
more is used, it is in larger rooms. 

Since the World War the very 
mention of gas puts most people, 
and some of us, in a panicky state 
of mind, so let’s always call it a 
leak of refrigerant or “cold fluid.” 
It is safe to say that with the usual 
amounts used in refrigerators, no 
one is apt to be exposed to a rich 
enough mixture of air and refrig- 
erant to experience any serious af- 


ter effects, unless they are trou- 


bled with asthma. While sulphur 


dioxide will kill canaries or vegeta- 
tion, it is used extensively to pre- 
serve canned goods, especially pre- 
serves. I don’t believe there is a 
single death on record from sul- 
phur dioxide. Neither will it burn 
or explode. 


Danger to Skin and Eyes 


Methyl chloride and Freon will 
burn feebly, and under certain mix- 
tures of air and refrigerant it can 
be exploded with a spark or deton- 
ator. Such conditions are almost 
impossible to obtain except in the 
laboratory. The greatest danger 
of each lies in getting liquid re- 
frigerant on the skin or in the eyes, 
as it burns much like scalding 
water, as well as freezes the skin. 

The first aid treatment for any- 
one burned with refrigerant is a 
generous pouring over of the ef- 
fected parts with water, followed 
by application of olive oil or even 
clean lubricating oil. Persons over- 
come from inhaling too much will 
usually revive when brought to 
fresh air, even without the aid of 
artificial respiration, which is rec- 
ommended. I believe the greatest 
damage is to the mental condition 
before and after exposure, and may 
I repeat, if we refrain from refer- 
ring to the refrigerant as “gas,” 
the physical effects from exposure 
in liquid or vapor state will be less 
noticed and sooner forgotten. 


Fill Tanks Cautiously 


Those of us whose duty it is to 
fill empty drums face the greatest 
danger by filling a drum too full, 
causing the drum to burst. If you 
know how to fill a drum you should 
know its capacity. Drums should be 
filled on a scale and weighed before 
and after filling. Even so, don’t 
trust the scales. Immediately after 
filling, stand the drum up and 
crack the valve, gradually leaning 
the drum over until liquid refrig- 
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erant comes out. This will deter- 
mine the liquid level in the drum 
and if it is 3 inches from the top 
it is safe to handle. Small drums 
tilted back and forth will sound 
like a half empty pint bottle. 

Frequently, we see accident re- 
ports of strained backs or maybe 
mashed fingers from lifting re- 
frigerators. If we will remember 
to lift with our legs and come up 
easily, damage to ourselves and the 
refrigerator will be eliminated. 
This applies to water heaters as 
well. Bear in mind that a refrig- 
erator is nearly as wide as the door 
opening, so go through slowly with 
the door facing softly rubbing the 
wrist to the back of the cabinet and 
our eyes on the front. 

Frequently doors are not wide 
enough or can’t be opened enough 
to allow both hands and refrigera- 
tor to pass, so again let me say, go 
slowly, very slowly, through doors, 
and before starting, look for weak 
door steps and brace if necessary. 


Work “Live” Parts ‘Dea3”’ 


Repair work on or near “live” 
parts of a range should be done 
with the current off, either by 
pulling entrance switch or the con- 
necting cord and plug on later in- 
stallations. We may save ourselves 
(and sometimes the customer) a 
blinding flash, or a burn, as well 
as damage. to range and tools. 

Just a word on water heaters. 
We know it is possible and most 
times practical to change an ele- 
ment without draining the tank. 
Let’s be on the lookout for heaters 
with two elements and those full 
of hot water. Drain them, or allow 
them to cool off, as 160 degree 
water can cause badly burned hands 
and feet if customer should forget 
and open hot water outlet or if we 
should forget to warn customer. 


Children Must Be Watched 


The most important item I have 
saved until last, as I want this to 
make the _ greatest impression. 
Children in the customers’ homes 
are our biggest worry and re- 
sponsibility. They are friendly and 
so full of curiosity that they think 
nothing of putting their hands in 
a running refrigerator that has 
been left open, into the live open 
switchboard of a range, or a 
thousand other things you wouldn’t 
expect, even to opening the valve 
on a drum of refrigerant with the 
valve wrench they saw you use. 
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N A program of broadened 
[xx and extended usefulness, 

electric utility executives of the 
Southeastern Electric Exchange at- 
tacked the major problems facing 
the electrical industry of the South- 
east. The diversi‘y of subjects 
discussed ranged from politics to 
engineering, but the keynote was 
practicality. 

Although the conference hotel at 
Edgewater Park, Miss., between 
Gulfport and Biloxi, was far re- 
moved from the geographic center 
of the southeastern states, attend- 
ance was unusually good. Total 
registration exceeded two hundred 
by nearly twenty-five. 

Following the policy of recent 
years, the program was divided 
over three morning sessions and 
two evening sessions. This arrange- 
ment provided ample time for those 
attending to take advantage of the 
generous recreational opportunities 
which the Mississippi coast offers. 

President W. E. Mitchell opened 
the conference. He reviewed the 
progress made by the Exchange 
during the year, reporting that 
membership was at iis highest in 
the history of the Exchange. Em- 
ployees of member companies now 
total over 30,000, he pointed out, 
and average sales per residential 
customer for the majority of the 
companies is in excess of 1,100 
kwh per year, and in a few com- 
panies, over 1,300 kwh per year, as 
compared with the national average 
of 807 kwh per year. 

Other speakers at the Thursday 
morning session were Senator 
Dudley Bagley, chairman, North 
Carolina Rural Electrification Au- 
thority ; Harry Hoffman, chairman, 
Mississippi State Industrial Com- 
mission; Thomas L. Bailey, mem- 
ber of the Mississippi Legislature; 
and W. T. Anderson, editor, Macon 
(Ga.) Telegraph. 

Some of the high lights of Sen- 


Fifth Annual 
Closes Year 


ator Bagley’s paper will be found 
elsewhere in this issue. 

Harry Hoffman described brief- 
ly the activities during the past 16 
months under Mississippi’s new 
industrialization plan. He emphas- 
ized that the commission was pro- 
ceeding with caution and that al- 
though nearly 4,000 inquiries have 
been received since the plan was 





Exchange’s New President 


Bryan C. Hanks, president, Florida 
Power & Light Co., Miami, will head the 
Exchange during the coming year. A 
Texan by birth and a graduate of the 
University of Colorado Law School, Mr. 
Hanks has made his home in Miami since 
1925. 

Following graduation, Mr. Hanks be- 
came associated with the law firm of 
Hughes, Rounds, Schurman & Dwight, 
New York City. In 1925 he joined the 
law department of the Electric Bond & 
Share Co. In the same year he was 
made head of the legal department of 
Florida Power & Light Co. 

Mr. Hanks became vice president of 
Florida Power & Light Co. in 1935; act- 
ing president in 1936; and president in 
January, 1937. 
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Conference 
of Progress 


started, only 11 certificates of 
convenience and necessity have 
been issued. 

Thomas L. Bailey, member of 


the Mississippi Legislature, spoke 
of the Mississippi of 20 years ago; 


of its inadequate school system; 
almost nonexistent roads; preval- 
ence of cattle ticks and its oil 


lamps, and compared them with 
the present-day conditions. He told 
of steps toward a greater Missis- 
sippi through live stock shows, 
horticultural laboratories and 
studies of homestead exemption 
possibilities. 

The speaker suggested that an 
approach to fundamental problems 
lies in an appeal to the intelligence 
and fairness of the public at large; 
that problems at last come back to 
the individual and that they can be 
met only with integrity and a 
heavy sense of community respons- 
ibility. 

W. T. Anderson, editor of the 
Macon (Ga.) Telegraph, discussed 
the improved service and lower 
rates which had come to Macon by 
joining its utility to a larger 
system. He pointed to pitfalls 
which face a nation where proper- 
ty is in effect confiscated by the 
government with no redress to the 
individual or corpora’ion. 


Features of Evening Program 


Only two speakers were included 
in the Thursday evening program, 
both of whom presented addresses 
of an inspirational and thought- 
provoking character. J. F. Owens, 
president, Oklahoma Gas & Elec- 
tric Co., spoke on “Pioneering in 
the Electric Utility Industry,” Bry- 
an C. Hanks, president, Florida 
Power & Light Co., chose as his 
subject, “Men Like Our Moun- 
tains.” 

Mr. Owens traced the course of 
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Among those seated at the speakers’ table at the banquet, reading from left to right, were ]. G. Holtzclaw, 
L. P. Sweatt, Mrs. W. E. Mitchell, Charles W. Kellogg, B. E. Eaton, P. S. —" C. E. Wilson, Mrs. 
Eaton, Mr. Mitchell, Mrs. Sweatt, Bryan S. Hanks, and J. W. Hancock. : 


utility pioneering in Oklahoma as 
characteristic of the industry as a 
W:0.e. 

“Throughout these cycles of de- 
velopment,” he said, ‘dependable 
electric service was brought to the 
villages and small communities ad- 
jacent to or near the expanding 
transmission network. The social 
value of this contribution can not 
be overemphasized, and while our 
industry today is being criticized 
as having failed to recognize its 
social obligations. I wish to em- 
phasize to you that this progress 
has rested solely upon unsubsidized 
private initiative, and we are not 
ashamed of the record. The gov- 
ernment can lay no claim to this 
achievement as its contribution has 
been nothing whatsoever. 


Utilities Contribution 


“Although you are familiar with 
the record of our industry, I doubt 
if we can overemphasize this social 
contribution to American life. 

“As you well know, our industry 
has doubled the volume of its total 
output once in every seven years, 
resulting in a decrease in the aver- 
age sale price of residential electric 
service from 25c per kilowatt-hour 
in 1882 to 4c today. And despite 
a 50% increase in the cost of 
living since 1913, the price of elec- 
tric energy has been lowered 50% 
over the same period. 

“While a corporation does not 
consume groceries, wear clothing 
nor live in rented houses, its em- 
ployees do. And, furthermore, a 
corporation in its construction 
stages uses great quantities of 
iron, machinery, lumber, copper, 
etc., and it must pay the market 
price for labor. Therefore, if you 
could walk into the meat market 
tomorrow and buy a steak for 50% 
of what you paid today, you could 


appreciate the meaning of ‘a re- 
duction of 50%.’ 

“In answer to the criticism that 
we have fallen down on our job we 
need only recite some brief service 
facts. For example, in my own 
state, 98% of the people living in 
incorporated communities in Okla- 
homa have access to electric serv- 
ice, and over 90% of our incor- 
porated communities, including 
even our smallest communities, 
have electric service. Nearly 90% 
this population is served exclusive- 
ly by private interconnected sys- 
tems. 


Rural Communities Served 


“In addition, over 100 of our 
very small unincorporated com- 
munities in Oklahoma have electric 
service, all served of course by 
private companies. My own com- 
pany, for example, supplies retail 
electric service to 226 cities and 
towns in Oklahoma and western 
Arkansas. Of this far-flung service 
territory, only 50 communities are 
over 1,000 population, and only 25 
are over 2,500 population. There- 


fore, by the Census Bureau’s defin- 
ition, 90% of the communities we 
serve are rural. 

“The national picture is very 
similar. According to Census fig- 
ures 99.7% of the total population 
in the United States living in in- 
corporated communities, large or 
small, has access to electric service, 
and practically 90% per cent of 
this population is served exclusively 
by private interconnected systems. 

“This is the achievement of the 
American electrical industry under 
the impetus of private initiative. 
It is not a governmental achieve- 
ment. The contribution of govern- 
ment to this record is negligible. 
The record looms high in our na- 
tional social and economic pro- 
gress.” 


“Men Like Our Mountains” 


Prefacing his address with a 
dynamic account of great men who 
have made American history, Mr. 
Hanks cited the crying need for 
“men like our moun’ains” to dispel 
fear and restore confidence to a 
quivering people. 

“If you will run through the long 
list of American men, including 
these, of invention, industry and 
development,” Mr. Hanks said, “you 
will find it difficult to name many 
who did not come from the masses, 
or who began with more than a 
vision and a will to succeed. 

“Under our sys’em, opportunity 
has been given to all men, and it is 
with pride in this system that we 
have seen by far most of our great 
men come up from the ranks. Many 
of these men while enriching the 
nation have enriched themselves 
and their descendants, and it would 
seem ungrateful to condemn them 
for their success. To condemn them 
is to condemn the American sys- 
tem. 





“SAY, have 


you heard about the 
features they ve added to the reg- 


ular DUNCAN single 


phase meter?” 
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they ve vot what we want in a 
wide range design!” 
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“Where through initiative and 
enterprise a poor boy has enriched 
himself, such as Henry Ford, in 
doing so he has given far more to 
others—through employment to 
thousands, and a more abundant 
life to millions the world over. To 
appreciate what these American 
men have given to others—in ad- 
dition to employment—try to imag- 
ine what it would mean to remove 
the steamboat, the sewing machine, 
the cotton gin and farm machinery, 
the telephone, telegraph and elec- 
tric light, and many other Ameri- 
can inventions and developments 
from our civilization. 

“Some may say that these de- 
velopments would have come any- 
way, under any system. The answer 
to that lies in the fact that during 
the centuries of the Old World’s 
history, they did not come; but 
there was something in our system 
which permitted and encouraged 
these great developments of man. 


American System Upheld 


“There are those who would 
change this system; would penal- 
ize, hamper, or make impossible the 
exercise of such individual effort, 
which has not only enriched the 
nation but has also brought about 
the highest wage level and stand- 
ards of living for the masses that 
the world has known. To take away 
the incentive for the individual to 
invent, develop and improve, and 
by unreasonable restrictions and 
impositions to take the profit and 
pleasure out of work and accomp- 
lishment, means to stop the wheels 
of progress and reverse the for- 
ward movement of the whole 
American people. 

“From such statesmen, soldiers, 
scientists and developers has come 
the greatest heritage that has ever 
come to one group of people. From 
these have come: First, liberty 


with all its inherent qualities; sec- 
ond, natural resources which are 
the envy of the world; and third, 
through the action of such men 
putting their dreams into effect 
under this free system, these re- 
sources have been developed to a 
point where although this country 
covers only a comparatively small 
portion of the earth’s surface and 
is only a few years old, it has be- 
come the world’s financial and eco- 
nomic leader; and produces, manu- 
factures or consumes more than 
half the world’s goods and services, 
resulting in standards of living for 
the masses foremost among the 
nations.” 

The Friday morning session was 
opened with a report from C. B. 
McManus, chairman, Engineering 
and Operating Section. After re- 
viewing the meetings held during 
the past year, Mr. McManus em- 
phasized the need for continuing 
actively the work of this section. 
He pointed out that increasing 
loads and decreasing rates have re- 
sulted in a difficult problem for 
the distribution and operating en- 
gineer and that the field for “easy 
economies” such as conversion of 
2.3 kv distribution to 4 kv opera- 
tion, etc., was being exhausted 
rapidly. 


Accounting Methods Discussed 


Charles C. Drummond, chief ac- 
countant, State Corporation Com- 
mission of Virginia, next addressed 
the conference on “Public Utility 
Accounting Under Present Day 
Regulations.” 

After comparing the _ recently 
adopted uniform system of the Na- 
tional Association of Railway and 
Utility Commissions and the Fed- 
eral Power Commission with the 
system used formerly by most 
utilities, Mr. Drummond outlined 
the application of the new system. 
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In preparing the “original cost 


record required by the new sys- 


tem, utility companies in Virginia 
are urged to handle this work in 
such a way that accounting costs 
will not be increased, Mr. Drum- 
mond said. Each company has an 
individual problem in determining 
original cost and in many instances 
the imperfections of old records 
make such determinations extreme- 
ly difficult. So far in Virginia, no 
two companies have made their 
estimates on the same basis, but 
the State Corporation Commission 
will not be fussy about these de- 
tails as long as the companies are 
diligent and fair in their effort to 
determine this factor. 

Many accountants and _ utility 
executives have complained about 
the need of keeping original cost 
records, Mr. Drummond said, be- 
cause they do not agree with this 
method of valuing a utility’s prop- 
erties. However, they are overlook- 
ing the fact that almost any kind 
of a value, such as “reproduction 
cost new,” etc., can be arrived at by 
trending from original cost. 

The great confusion that existed 
because of the lack of a sharp line 
of demarcation between mainten- 
ance and depreciation is eliminated 
to a great extent under the new 
accounting system, Mr. Drummond 
continued. The list of retirement 
units recognized by the new sys- 
tem is one of the greatest steps for- 
ward in utility accounting. How- 
ever, the list is only a start and 
many changes will be made, un- 
doubtedly, as experience is gained 
from the use of these units. 
“Partners in Progress” was the 


An interesting view of the beauti- 
ful Edgewater Gulf Hotel . 
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Ample time was available for golf on 
the Edgewater Gulf Hotel’s interesting 
course since no afternoon sessions were 
scheduled. 

eading from left to right those shown 
are 1) F. M. Turner, Miss. Power Co., 
Gulfport; H. W. Burritt, Ke-vinator Divi- 
sion, Nash-Kelvinator Corp., Detroit; R. L. 
Lindsey, Durham Public Service Co.; 
W. M. Gallant, Westinghouse Elect. & 
Mfg. Co. 
2) B. M. Gatling, Westinghouse 
Elect. & Mfg. Co.; C. B. McManus, Geor- 
gia Power Co.; O. O. Rae, Westinghouse 
Elect. & Mfg. Co.; and W. P. Hammond, 
Georgia Power Co., all of Atlanta. 

3) W. K. Vanderpoel, The Okonite 
Co., S. Orange, N. J.; and F. H. Babcock, 
General Electric Co., New York. 

4) R. J. Throckmorton, Virginia Elect. 
& Power Co., Norfolk; C. W. Kellogg, 
president, Edison Electric Institute, New 
York; J. G. Holtzclaw, Virginia Elect. & 
Power Co., Richmond; and M. C. Smith, 
Virginia Elect. & Power Co., Richmond. 

5) P. R. Williams, Virginia Elect. & 
Power Co., and H. V. Whitney, General 
Electric Co., both of Richmond. 

6) W. B. Farnsworth, Georgia Power 
Co.; O. M. Jackson, Georgia Power Co.; 
5. M. Davison, Westinghouse Elect. & 
Mfg. Co.; and P. C. Gilham, Jr., Elect. 
Sales and Service Co., all of Atlanta. 

7) Maurice Stern and Shaw Green, 
both of New Orleans Public Service, 
Inc.; Douglas Mangham and Frank Brady, 
both of Westinghouse Lamp Co., New 
Orleans. (Photographs all by Juan 
Montell). 
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title of an address by C. E. Wil- 
son, executive vice president, Gen- 
eral Electric Co., who followed Mr. 
Drummond. In the course of his 
address, Mr. Wilson said: 

“Together, utilities and manu- 
facturers have pioneered new 
products in wide variety up to the 
point where they came into gen- 
eral demand through dealers. We 
have promoted industrial rehabili- 
tation. 





C. E. Wilson 


“Consistently, we have together 
given our support to adequate wir- 
ing programs, bo:h for new homes 
and old. Our efforts and our mon- 
ey have been freely given to the 
‘better-light, better-sight’ cam- 
paign—to the ‘electric kitchen’ 
activity—and to a multiplicity of 
similar constructive programs in 
the common interest of the elec- 
trical industry and of the public 
at large. Each year, utilities are 
extending, in increasingly substan- 
tial measure, both physical and 
financial aid in the organization 
and operation of dealer cooperative 
plans. 

“Now, all of these forms of co- 
operation—of which those men- 
tioned above are but a few—gain 
the appreciation of our distribu- 
tor, contractor and dealer part- 
ners, and in a commercial effect, 
they advance sales. But are these 
results enough, acceptable though 
they are in themselves? 

“Perhaps that is as much as we 
could expect, considering the fact 
that in the organizations of dis- 
tributors, dealers and contractors 
there are hundreds of thousands of 
people. But one cannot help but 
be intrigued by the possibilities of 
a common understanding of your 
problems today among these hun- 
dreds of thousands, and their ac- 
ceptance of the fact I stated ear- 









lier in this paper; namely, that no 
part of the industry advances with- 
out transmitting the benefits of 
that advance to all other parts— 
and that no part is retarded wi h- 
out an effect of retrogression 
within the industry generally. 

“Surely, it must be admitted tha: 
if an understanding of this fact 
had fused the bonds of friendship 
between utilities and distributors, 
contractors and dealers, as tight- 
ly as that bond holds utilities and 
manufacturers together, a chal- 
lenging chorus, numbered in mi_- 
lions, would today be raised in sup- 
port of any part of ihe industry op- 
pressed.” 


Economic Planning Described 


The phrase “economic planning” 
has acquired, in recent months, 
an unpleasant poli.ical connota- 
tion, yet no other phrase so aptly 
describes two of the most inter- 
esting discussions before the con- 
ference. 

The first of these, entitled 
“Economic Planning for Public 
Utilities,” was presented by Mau- 
rice Scharff, consulting engineer, 
New York City. Mr. Scharff rec- 
ommends the adoption of a new 
management policy, a new regula- 
tory procedure, and a new type of 
publicity, to the utility that would 
escape the present ‘threat of gov- 
ernment ownership and resist un- 
reasonable political attacks and 
labor demands. An abstract of Mr. 
Scharff’s paper appears elsewhere 
in this issue. 

The concluding address of the 
Friday morning session was a pa- 
per prepared by E. C. Stone, vice 
president and general manager, 
Duquesne Light Co., and read by 
E. A. Hester of the same company. 

Mr. Stone’s paper, entitled 





(Copyright, Blank & Stoller) 


E. C. Stone 
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“Planning System Development,” 
gave consideration to the develop- 
ment of a master plan, one of the 
basic requirements for logical sys- 
tem development. He _ suggested 
that the greatest possibilities for 
improvement will be found through 
constant attention to bringing 
about the closest possible adapta- 
tion of the power system in all of 
its parts to the service which it is 
called upon to render. 

This will involve particularly 
studies along the following lines: 

(a) Analysis of the peak load 
characteristics of every part of the 
system in order that there may be 
proper relation between loads car- 
ried and capacity of equipment in- 
stalled. 

(b) Determination in detail of 
the maximum capacity of genera- 
tors, lines, cables, transformers and 
other system equipment under va- 
rious load conditions, in order that 
the most economical size of equip- 
ment may be used in every in- 
stance. 

(c) Intensive analysis of causes 
of interruptions to service in the 
various parts of the system and 
determination of the relative part 
played by the different elemen s 
of the system in contributing to 
service interruptions. 

(d) Intensive study of the re- 
liability of the lines and appara- 
tus in the power system and de- 
termination of the probabilities of 
failure, to be used as a basis for 
the requirements as to spare ca- 
pacity and duplication of system 
parts. 

“Looking into the future,” con- 
cluded Mr. Stone, “it se-ms fair t» 
assume that further advances in 
our knowledge of the hazards of 
operation, such as lightning, in- 

(Continued on page 48) 
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THIRTY YEARS seems like a long time — still — more 
than 30 years ago Wadsworth started to make switches. 
Through these years Wadsworth blazed a trail on 
which are numerous sign posts pointing to the many 
common sense engineering principles developed and 
pioneered by the Wadsworth Organization. 


The HISTORY of Electrical Switch Making is still 
unwritten — when the facts are assembled Wadsworth 
will share a place of honor and distinction for its gen- 
erous contributions and recognized accomplishments. 


One of the OLDEST and LARGEST Independent Switch 
Manufacturers — Wadsworth upholds a spotless repu- 
tation for fair dealing. Then, too, the fine quality of 
its products has been rigidly maintained. Although 
constantly searching for new and better methods 
— Wadsworth never experiments at the public's ex- 
pense. Electrical Contractors know this—and so do 
Electrical Wholesalers. Their confidence and continued 
patronage is greatfully acknowledged. 


: WADSWORTH ELECTRIC MANUFACTURING co. INC. 
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That Hardy Perennial - Public Relations 


Te FINAL link in the long 
chain of those serving the 
public (from the manage- 
ment that conceives and executes, 
from the security holder who puts 
up the money through the engineers 
who design and construct and the 
forces that operate our plants) is 
the employee in daily and hourly 
contact with our customers. And 
we all know what the weakest link 
means to a chain. 

We spend huge amounts in 
switch gear to insure smooth and 
non-destructive making and break- 
ing of electrical contacts. How 
about the human contacts which in 
the aggregate can cause surges or 
burn-outs just as costly as those 
arising through faulty switch gear 
—often more costly and harder to 
cure? 

The solution of our problem 
would seem to lie in (1) methods, 
(2) manners and (3) information. 


Methods of Improving 


The first of these, methods, in- 
cludes such things as the district 
representative plan, which finds 
difficulties with equipment or 
service right in the home and offers 
a chance to show a friendly interest 
in the individual customer’s wel- 
fare. 

It includes arrangements for re- 
ceiving and adjusting complaints. 
Is this process made simple and 
prompt and direct, thus giving an- 
other opportunity for showing a 
persona] interest in the individual 
customer and making a friend, or 
is it so difficult, complicated or 
slow that the original grievance is 
simply aggravated by the manner 
of its handling? 

Is the great telephone portal 
presided over by enough persons of 
tact and sense so that this mos - 
used contact with our customers is 
found by each of them to be an 
easy and satisfactory avenue into 
the company’s precincts? 

Nor must we ever forget that a 
complaint or trouble call is an 
immensely personal matter with 
the person making it. Each one is 
an opportunity to either raise or 
lower the company with the indi- 





By C. W. Kellogg 
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vidual involved. Think of the huge 
number of these contacts, with the 
monthly meter-reading, bill-paying 
and miscellaneous calls about serv- 
ice or equipment! What a heavy 
burden continual bad contacts make 
through the years; what a priceless 
asset if these myriad contacts each 
leave an impression on the custom- 
er of a friendly interest in his 
welfare on the part of the company! 
In regard to manners, I do not 
have reference to the amenities of 
the drawing room, which may at 
times be insincere or trivial, but 
the natural reactions of anyone 
with respect to someone in whom 
he has a really friendly interest. 


Right Manner Important 


I believe the right manner will 
result from a right frame of mind. 
The fact is that the customer is the 
one thing that gives us jobs and 
keeps us in them. If the customer 
didn’t want our service, there 
would be no utility business for the 
investor to finance, the engineer to 
design and build, the management 
to guide and supervise and the men 
and women in plant, substation and 
office and on the highways to op- 
erate and maintain. 

If we have good sense there is no 
one whom we ought to have a 
keener desire to satisfy and please 
than this customer. He is not only 
our boss but our best friend. The 
politician understands this with 
respect to the citizen (at least dur- 
ing the campaign); let us be at 


least equally wise and also remem- 
ber that our campaign goes on 
twelve months in the year. 

All of us who are worth while 
desire to get onward and upward 
in the business. The most cursory 
observation of those who have been 
most successful in our indusiry 
should indicate that it comprises 
those best able to get along effect- 
ively and agreeably with their fel- 
low men. In the organization which 
I represent we have always put 
this ability as number one in the 
list of attributes for those con- 
sidered for promotion in the in- 
dustry. 

For any to whom the foregoing 
appeal to ambition may seem self- 
ish or grasping there is an even 
more basic consideration. None of 
us can get away from the age-old 
principle that we get only what we 
give in this world. 

The man or woman who day 
after day gives nothing but ill- 
temper and general uncharitable- 
ness gets the same coin in return; 
while a constant policy of friendli- 
ness and cooperation produces the 
corresponding reaction from those 
with whom it comes in contact. As 
one author expressed it long ago, 
“Be noble and the nobility in other 
men, sleeping but never dead, will 
rise in majesty to meet your own.” 

Every impulse, therefore, wheth- 
er of common sense, ambition or 
the desire for a happy life, urges 
toward the most me iculous care 
and friendly nurture in customer 
contacts. 


Lack of Information 


Finally, the matter of informa- 
tion—and I am inclined to think 
that it is perhaps here that we may 
have often failed. It is conceivable 
that even with the method and 
manner of customer contacts well 
arranged and agreed to, the em- 
ployee may fail for lack of informa- 
tion or specific suggestion which 
will enable him or her to make 
effective in practice the desire to 

(Continued on page 78) 





Excerpted from an address entitled “Bell- 
ing the Cat,” presented before the 5th Annual! 
Conference, Southeastern Electric Exchange 
Edgewater Park, Mississippi. 
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i ITCHEN merchandising is 
K« longer a dream or an idle 
fancy floating on a distant 
horizon. It is a real merchandising 
activity, producing daily concrete 
results in every part of our coun- 
try. Its value and its intensity is 
increasing by leaps and bounds. 

There is a very definite reason 
for the grow:h of this activity. It 
is the application to the electrical 
merchandising field of the funda- 
mental trend of ensemble selling— 
of ensemble purchasing. It brings 
to all concerned, the public, the 
retailer, the utility, and the man- 
ufacturer, long sought advantages. 

There are many of you, I am 
quite sure, who are still saying, 
“We have done a good job of mer- 
chandising individual] units. Why 
change? Why try something new?” 
You have done an excellent job of 
merchandising products individual- 
ly. Kitchen merchandising, how- 
ever, is not new or untried; it is 
simply applying to the electrical 
merchandising industry, principals 
that have been used and tried in 
other industries with amazing re- 
sult. 

Let us look at two of these in- 
dustries that have used ensemble 
selling—complete room merchan- 
dising successfully. 


Plumbing Industry an Example 


First, the plumbing industry— 
and the bathroom is an excellent 
xxample. Its success can best be 
emphasized by the fact that the 
bathroom is getting a greater per- 
centage of the building dollars in 
proportion to actual use of floor 
space than any other room in the 
residence. 

Like many of you here in this 
room, I can well remember when 
the three pieces of equipment tha: 
zo to make up the complete bath- 





Modern 


Kitchen Merchandising 


By Irving W. Clark 


Manager Kitchen Planning, Westinghouse Electric 
and Manufacturing Company, Mansfield, Ohio 


room, were sold and successfully 
sold, as individual items. Today 
that picture has entirely changed. 
The bath room industry some 
twenty-odd years ago made the 
decision that their best approach 
to increased sales lay in a complete 
room rendering a complete service 
to its owner. The history of their 
struggle to establish this new en- 
semble method of selling is interest- 
ing from the angle that it took 
them several long years before they 
appreciated that to accomplish 
their ultimate aim they must com- 
bine their commodities in this room 
with other commodities such as 
tile and special fittings in order 
that they might add color and add- 
ed convenience to make the public 
really want to possess the complete 
room. 

The results of this campaign 
today is history. No one thinks of 
a bath room in terms of individual 
products. We think of it, we pur- 
chase it, as a complete ensemble; 
a complete room in every detail. 


Furniture People Capitalize It 


Another industry that is com- 
parable to our own that has made a 
huge success of complete room 
selling is the furniture business. In 
living rooms and bedrooms we find 
a bit more complicated problem 
than the bath rooms, due to a 
greater number of varying pro- 
ducts. These rooms correspond in 
this respect to the kitchen. Should 
any of you gentlemen question this 
next statement, I would suggest 
that you invite your wife, as soon 
as you return home, to go down to 
any leading department store with 
a furniture department or a first 
class furniture store and ask her to 
purchase, shall we say, a simple 
living room chair. 

Will she be shown up and down 
long aisles of living room chairs 
the way we so often display ranges 





not! 


and refrigerators? She will 
She will be conducted into any- 
where from one to a dozen or more 
completely furnished living rooms. 
From one of these rooms she will 
purchase the chair in question but 
she has been sold a great deal 
more; she has been exposed to the 
charm and beauty and the comfort 
of a complete room with its other 
pieces of furniture, its rugs, its 
drapes, yes, even the color of the 
paper on the wall. 

There are plenty of records that 
after she gets this chair home 
among furniture that she has had 
from one to twenty-five or more 
years, that each time she uses it 
she visualizes it in the room from 
which she purchased it. These 
records also disclose that as fast as 
her finances will permit she will 
return to that store for other 
pieces of furniture, rugs, drapes, 
curtains and decorating consulta- 
tion. 

There is the other angle to this 
particular example in that a furni- 
ture man knows that a very defin- 
ite percentage of the people that 
enter his store looking for a single 
piece of furniture, have either the 
cash or the credit to purchase a 
complete room or number of rooms 
at one time. Only by the method of 
complete room exposure can ‘hese 
individuals be filtered out. But in 
the filtering process, the overall 
sales of multiple pieces of furniture 
to the average run of floor traffic 
are increased. 


Our Problem No Different 


Both of these industries had the 
same problem as we have. Both 
through ensemble, complete room 
merchandising, have accomplished 
outstanding results, results of the 

(Continued on page 80) 
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Some Observations on 


Load Mortality 





F I HAD not experienced al- 
] es a friendly atmosphere in 

the membership of the South- 
eastern Electric Exchange, I might 
have hesitated to bring to you in 
such confused times a discussion on 
load mortality. 

The concept in itself is ominous. 
But after several years’ experience 
with commercial executives in all 
sections of the country, my confi- 
dence cannot be shaken in the abili- 
ty of this group of business build- 
ers to take on this liability with 
their other formidable problems. 

To recognize it as a daily factor 
for consideration in load building 
progress is the best method of 
keeping load mortality in check. 

Now in order that we may be on 
common ground in our understand- 
ing of the subject, and as a very 
general illustration, I will request 
that each utility man think with me 
what the situation on energy out- 
put in your own company would be 
if all domestic consumers you had 
connected with electric service in 
the past were still using it; if they 
were still using regularly the ap- 
pliances that they had purchased 
and tried out; if every commercial 
customer was doing the same; if 
every restaurant, for example, was 
still operating its electric cooking 
equipment, its electric refrigerat- 
ing and ventilating system; if the 
thousands of stores and factories 
originally connected were still mak- 
ing complete use of their electric 
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facilities; in other words, if every 
“service” was “alive” and in use up 
to maximum, what would your 
estimate be of increased output 
over the actual total recorded in 
1937? 

The discrepancy between this 
estimate and the actual may be 
blamed on load mortality. No busi- 
ness escapes the hazard entirely. 


May Not Be Controllable 


It will occur to you at once that 
included in the load losses in the 
different classes of business served, 
there are some that are beyond our 
control. Just for illustration, we 
have the migration of business or 
industry; the tearing down of 
buildings to be replaced by parking 
lots, and the ever-present vacancies 
in domiciles. The utilities lost ap- 
proximately three-quarters of a 
million domestic customers in the 
years between 1930 and 1932 most- 
ly from the doubling-up of families 
financially depressed. We might 
name a score of other situations. 

Load mortality gives us no quar- 
ter in times of depression or re- 
cession, and secretly works even in 
boom times. 

Now our manufacturer friends, 
while contributing richly to the 
benefit of mankind, and to the 
business building of the utility, also 
contribute to our load losses. How 
is that, you ask? Looking backward 
there is no better example of the 
bearing of research and efficient 


production on this load loss problem 
than the incandescent lamp. Pro- 
gressively the wattage per unit of 
candle power has been decreasing. 
A 32-candle power lamp of twenty 
years ago used 60 watts. Consumers 
are getting that equivalent in il- 
lumination today at 20 watts. 

Incidentally, on the “plus” side I 
would add that the price of the 
lamp was 75c in 1908 and 15c today. 
Had there not been a blending of 
checks and balances in adjustment, 
load mortality might have been a 
question of grave concern during 
the era of market development of 
the lamp. 

At the present time we have a 
new type, more efficient motor on 
the electric refrigerator. In 1933 
the energy output of the household 
type was approximately 600 kilo- 
watt-hours per year national aver- 
age. An equivalent service is given 
the electric consumer now at ap- 
proximately 360 kilowatt-hours, or 
40 per cent less than five years 
ago. 

The modern electric range does 
a more efficient cooking job, and 
whether sold as a new service, or 
as a replacement, our former esti- 
mates of energy output through it 
must be revised downward from 15 
to 20 per cent. I present these as 
sample cases to guide in our think- 
ing. 

Now the most complex class of 
load mortality with which we have 
to deal is the business that might 
have been kept alive — the class 
that “died” from competition, from 
ineffective selling of use, from fail- 
ure to sell value of the service, or 
to give proper maintenance service 
and like influences. This preven '- 
able class, I submit, demands keen- 
est attention and planning on the 
part of the utility sales forces. 


Competition Takes Toll 


Competition as a cause of lost 
load is not confined to any one 
classification. Competitive power 
sources have pushed forward and 
have taken some toll in commerce 
and industry where the advantages 
of purchased power, beyond its 
measured value in rate for the serv- 
ice, are not fully appreciated. Of 
course, power losses always demand 
study because of the high level 
consumption of electricity involved. 

Therefore, let us be positive that 
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| LOAD MORTALITY 


Appliance Avg Life® 

Flatirons 8 yeare 2,750,000 
Vacuum Cleaners 15 years 750,000 
Washing Machines 10 years 800,000 
Toasters 6 yeare 1,325,000 
Percolators 10 years 750,000 
Space Heaters 15 years 250,000 
Refrigerators 15 years 285,000 
Ranges 15 years 75,000 
Ironere 15 years 45,900 
0il Burnere 15 years 35,000 
Water Heaters 15 years 16,000 


Total 





An estimate of the appliances that will be junked 
during 1938 based upon average life shown and 
according to actuarial computation. 


Mortality, 1938 Annuel Use in Kwh 


*From purchase to junk pile; allows for minor repairs. 
Note: Radio not included, relisble figures not available 


per cent were out 
of service during 
the winter. 

The chances are 
that 10 or 15 per 


176,000,000 

13° 00° 000 cent of the elec- 
is’Son’ooo tric refrigerators 

sel ore'tee sold on your lines 
weseeeeee last year were re- 
8,312,500 placements. and 


every refrigerator 
| replaced that was 
five years old or 


484,762,500 








the price charged for the service is 
favorably competitive. Jdle services 
yield no revenue. Hold profitaile 
business ! 

As we view the millions of homes 
served by the utility, the contin- 
gencies are multiplied. Let’s look 
at the record. It has been customary 
in our industry for years to esti- 
mate the potential kilowatt-hours 
derived from the sale of household 
appliances. 

That is, we estimate the probable 
consumption assuming each appli- 
ance will receive “normal” use. The 
net-increase energy used per home 
usually falls far short of our cal- 
culations, unless we have reasoned 
with load mortality. We should ask 
ourselves “What is the net?” in 
connection with the load, the same 
as we do with revenue. 

To be more specific, why does a 
company that has connected over 
the year refrigerators, ranges and 
water heaters to a potential equiva- 
lent in use to bring the average 
increase energy output for the 
home 85 kilowatt-hours on normal 
reckonings, without accounting for 
the many other items, bump up 
against an actuality of but 46 kilo- 
watt-hours increase: The answer is 
some phase of load mortality. 

One company in the East made 
careful tests on a few hundred 
customers, believing that there was 
strong indication that the estimates 
used for load building values of 
certain devices were too high. 

There are too many customers 
who have the habit of shutting off 
the refrigerator during the winter 
months. One southern company 
found among 1,034 refrigerators 
checked that in one of the towns 
served 18 per cent were not in use 
in the winter; in another small 
town with 50 refrigerators checked, 
it was found that 42 per cent were 
not in use; and for the whole 
system covering 7 cities and towns 


more cut down en- 

ergy consumption 
from 30 to 40 per cent. Now I am 
fully cognizant of the challenge of 
competition from automatic types 
using other fuels, and that you 
meet this replacement problem with 
two strikes already called on you 
because the electric replacement is 
necessary to shut out competition, 
even if replacement sales definitely 
cut previous income. This class of 
load mortality reminds us that “half 
a loaf is better than none.” 

This same problem applies to 
ranges as well because last year it 
was estimated that from 10 to 15 
per cent went out of commission. 
Every new range saved the cooking 
load, but the substitution affected 
“net” increase. However, such re- 
placement is farsighted, construct- 
ive action. The newer, more ef- 
ficient ranges use fewer kilowatt- 
hours to do the same job and 
eliminate much of the maintenance 
expense of worn out apparatus, a 
condition which will serve ultimate- 
ly as a bulwark against the mortal- 
ity of the cooking load. 

The job of replacement will go on 
through the entire list of equip- 
ment. Some of the old apparatus is 
serving well, even to the recondi- 
tioned washing machines, vacuum 
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But 


cleaners, and other devices. 
thousands go to the junk pile each 
year, every one of which must be 
replaced by vigorous selling. 
Yes, there is a job ahead to keep 
load alive by beating our competi- 
tors. And isn’t there also a definite 
obligation to sell the purchasers of 
the new equipment on the full use 
of it? Information and education 
on use, making people want a par- 
ticular service, is the one sure way 
to save load already connected. 
Idle appliances yield no revenue! 
Now someone may ask, “Does 
our lighting load fall in the class of 
immortals?” No. The toll of light- 
ing in times of economic stress is 
great and we must be ever watch- 
ful. There are still those who ex- 
press thrift in turning out a light. 


Capitalize Technical Progress 


We must always be looking for- 
ward. This world of technical pro- 
gress will help. To illustrate, let us 
speculate on what would happen to 
our energy output curve if every 
home with a radio cut down one 
hour’s use per day. (The estimated 
average use is now from four to 
five hours.) And conversely what 
would happen if we could get one 
more hour use per day of every 
radio. Must we not concern our- 
selves with what comes out of the 
broadcasting station in our think- 
ing on load mortality? 

I am reliably advised that tel-- 
vision on a large commercial scale 
is far away and cannot be counted 
upon to bring us additional kilo- 
watt-hours through radio. What 
seems nearer is reading by radio. 
The customer buys an attachment 
for his present equipment. When 
retiring each night, he attaches it 

(Continued on page 47) 















































Comparison of relative amounts of energy used for various domestic 
purposes in 1929, left, and 1937, right . . . . «© «© «= 
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Economic Planning for 


Public Utilities 





By Maurice Scharff 


Consulting Engineer, New York 


HE opportunity still exists 
for economic planning in the 


public utility industry in 
terms of private ownership under 
public regulation. But it must be 
planning of a new kind. There can 
be no assurance, of course, that 
even such planning of a new kind 
can succeed. But at any rate there 
is a chance of success which is 
probably more than can be said if 
the industry and regulation drift 
along with no change whatever. 
It is suggested that such a new 
kind of planning as I have referred 
to would involve: a new manage- 
ment policy, a new regulatory pro- 
cedure, and a new type of pub- 
licity. 


A New Management Policy 


The distinguishing feature of 
the new management policy sug- 
gested would be the frank aband- 
onment of any effort to secure, and 
the deliberate refusal to accept, 
any return in excess of a pre- 
determined fair return on a previ- 
ously defined fair value of the 
property. 

In connection with the new regu- 
latory procedure to be discussed 
hereafter, such policy would give 
up the competitive struggle with 
regulatory authorities for technical 
advantage, however gained, and 


substitute a genuine cooperation 
in the establishment of facts and 
in expediting resort to the courts 
for determination of substantial 
legal questions on which agreement 
could not be reached. 

Practically, this calls for an au- 
tomatic rate adjustment plan un- 
der which all excesses of net earn- 
ings over a prescribed fixed per- 
centage of the agreed initial value 
plus the net cost of additions to 
fixed capital, less the net increase 
in actual depreciation (and not a 
portion of such excess as under 
some plans heretofore adopted or 
proposed) would be passed on to 
consumers in lower rates by auto- 
matic rate adjustment whenever a 
rate adjustment reserve exceeded 
a prescribed maximum; while in- 
creases in rates would result from 
automatic rate adjustment when- 
ever the balance in the rate ad- 
justment reserve fell below a pre- 
scribed minimum. 

Such a plan should be designed 
to operate for a limited fixed term 
of ten to twenty years, with pro- 
vision for revision of the agreed 
rate base and rate of return at the 
end of such period. 

It is not too late to negotiate 
such arrangements in many situa- 
tions with a sufficient margin be- 
tween agreed fixed rate of return 


and the cost of borrowed money, 
with a sound financia] structure, 
to permit a reasonable initial re- 
turn upon the capital stocks of 
electric light and power companies. 

The intelligent and conscientious 
application of this management 
policy together with the new regu- 
latory procedure and new type of 
publicity referred to below should 
make it possible to improve con- 
tinuously the credit of such a com- 
pany, permitting refinancing of its 
debt on more favorable terms and 
corresponding increase of margin 
between agreed return and cost of 
borrowed money, with an increas- 
ingly favorable return upon capital 
stock. 


A New Regulatory Procedure 


In addition to basing manage- 
ment policy upon a plan of auto- 
matic rate adjustment as suggested 
above, the management adopting 
such policy might well cooperate 
with the regulatory authorities 
concerned in the development of 
a new procedure for expediting de- 
terminations in controversies aris- 
ing before such regulatory authori- 
ties, both with respect to the op- 
eration of such an automatic rate 
adjustment plan and also with re- 
spect to all other matters. 

In the case of the state commis- 
sion or commissions involved such 
cooperation might well extend to 
the withdrawal of opposition and 
the extension of support to the pay- 
ment by the company of a portion 
of the commission’s expense as 
has been provided in the laws of 
several of the states during the last 
few years, thus strengthening such 
state commissions and encouraging 
them to cooperate in revising regu- 
latory procedure upon the follow- 
ing general lines: 

Endeavor to separate more ef- 
fectively than heretofore in com- 
mission proceedings the questions 
which are essentially legal in char- 
acter from those which are deter- 
minable by factual or opinion evi- 
dence. 

Secure better definition of such 
legal questions so segregated for 
argument before the commission 
and for appeal to the courts when 
they are substantial and when they 
are believed to have been determ- 
ined illegally by the commission. 

With respect to questions de- 
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terminable by factual or opinion 
testimony, propose to the commis- 
sion the revision of its rules of pro- 
cedure along lines somewhat simi- 
lar to but going beyond those 
adopted several years ago by the 
Ohio Public Utilities Commission. 
Under such revised procedure 
specifications would be provided 
for the presentation of factual and 
opinion testimony in the form of 
written reports. 

Provision might also be made, 
particularly after the determina- 
tion of original cost and the es- 
tablishment of continuing proper- 
ty records, for the comparison of 
reproduction costs with original 
cost to whatever extent corres- 
ponding grouping of such costs 
may be possible. 


Testimony Changes Desirable 


Under such a procedure direct 
testimony would be submitted in 
written form without examination 
or cross-examination excepting as 
to the qualification, experience and 
reputation of the witness. Fur- 
ther explanation or detail might 
be required by any party at inter- 
est and be submitted in written 
form in the same manner. 

Direct testimony by members of 
the staff employed by the commis- 
sion or consultants retained for the 
purpose—in either case, perhaps, 
at the company’s expense—would 
then be submitted by the commis- 
sion and supplemented, when re- 
quired, in the same form and in the 
same manner. Rebuttal testimony 
might then be offered by the com- 
pany and sur-rebutta] by the com- 
mission in the same form and in 
the same manner. 

The commission would then close 
the proceedings, have the testimony 
analyzed by its permanent staff, 
making findings as to the facts 
and rulings as to the legal ques- 
tions involved, as defined during 
the course of the proceedings. 

The company would appeal such 
findings only on the basis of sub- 
stantial legal questions. 

It is believed that there are pos- 
sibilities of development along 
these lines that would go far to- 
ward restoring commission regula- 
tion of public utilities to public es- 
teem and support, and toward sup- 
poring the expectation by the com- 
pany sponsoring such a program, 
of a reasonable opportunity to car- 
ry out the management policy pre- 
viously suggested. 
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If a new management policy such 
as has been suggested were intelli- 
gently and conscientiously carried 
out, under a new regulatory pro- 
cedure such as has been outlined, 
it is believed that greatly added 
force would be given to the facts 
of the business, and particularly 
to the financial facts of the busi- 
ness, for publicity purposes. 


A New Type of Publicity 


It is suggested that it should be 
possible to utilize monthly or quar- 
terly balance sheets or income 
statements in simple form and with 
homely explanation (as has been 
attempted by some banks and oth- 
er corporations) to impress upon 
the consciousness of the public 
served the actuality of the new 
management policy and the reality 
of their interest in its successful 
application. 

Thus, when the automatic rate 
adjustment reserve was approach- 
ing its prescribed maximum limit 
a sales promotion campaign might 
be developed into a genuine com- 
munity effort to go over the top 
and secure the advantage of the 
next step in automatic rate reduc- 
tion. 


Plan Could Be Industry-V/ide 


It is possible that a plan could 
be developed for trying out such a 
program on an industry-wide scale 
through effective organization of 
the industry under a _ national 
executive authorized to interpret 
it and to promote its application 
by the action of individual com- 
panies. 

If this cannot be done, however, 
it is suggested that the first com- 
pany embarking upon such a pro- 
gram would have a great advantage 
over the balance of the industry 
and might well enjoy a period of 
continued prosperity even though 
it might eventually be terminated 
by the destruction of the entire 
industry through the extension of 
public ownership. 

Furthermore, it is suggested 
that a company operating with the 
type of management, regulation 
and publicity outlined herein 
would have more reason to expect 
public support in resisting unreas- 
onable political attack or labor de- 
mands than companies continuing 
to operate more nearly under the 
conditions of management and 
regulation that have prevailed in 
the past. 








Load Mortality 


(Continued from page 45) 


to the terminals of his loud speaker 
and a moving stylus re-converts 
electric impulses into news. Produc- 
tion has begun, we learn from W. 
C. Munro in Current History and 
the cost is from $35 to $75 during 
this pioneering stage. The electrici- 
ty cost is given at about 20c per 
week. Looks like something on the 
“plus” side for regaining domestic 
load. 

Now comes also the Sterlilamp 
of Westinghouse Company which 
performs a service in air condi- 
tioning and general sterilization. 
Its consumption is about 10 watts; 
gives practically no visible radia- 
tion; emits neither heat nor odor. 
It has applications in the dairy and 
cannery; at the soda fountain and 
in the home kitchen; in laundries, 
breweries, hospitals and schools; 
and a countless number of other 
places. It will add to the lighting 
installation, and burning hours 
may be as high as 24 daily. 

It has been estimated that the 
market for this new lamp will be 
as high as 10 per cent of the 
number of large Mazda lamps now 
installed. Surely, this will be a 
helper in service to the consumer 
and the utility. But on the other 
hand, shall we not speculate on its 
effect on the utilities’ commercial 
refrigeration load in particular. 
What load will “die?” What will 
be the “net” in energy output for 
the classification of business for 
which this lamp is employed? “Net” 
gain in all load is the actuality. 

E.A.R. is a helpful guide in esti- 
mating progress, but these calcula- 
tions are based on a series of “ifs,” 
many of which materialize when 
the commercial executive views 
clearly his objectives, and circum- 
stances make possible their achieve- 
ment, 

References have been given only 
as indications that flexible think- 
ing and mobile sales forces must 
prevail in these days of kaleid- 
oscopic events. A highly trained, 
enthusiastic personnel, and _ sup- 
porting group of employees, who 
know company service by full use 
of it themselves, and a continuing 
and effective promotional program 
to make the use of electricity a 
habit, are chief essentials for keep- 
ing electric services alive where 
competition is rampant. 
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Arkansas Utility Men 
Meet at Hot Springs . 


EVERAL hundred representa- 

tives of Arkansas utilities 
gathered at the Eastman Hotel, 
Hot Springs National Park, on 
April 18 and 19 for the twenty- 
seventh annual convention of the 
Arkansas Utilities Association. 

James Hill, Jr., president, Ar- 
kansas-Missouri Power Corpora- 
tion, Blytheville, Arkansas, and 
president of the association, opened 
the convention and presided over 
its sessions. 

Rex JI. Brown, president, Mis- 
sissippi Power and Light Company, 
Jackson, Mississippi, was the prin- 
cipal] speaker at the general ses- 
sion held the first day. Mr. Brown’s 


subject was “The Utilities and 
Dealers.” 
The first day’s sessions were 


closed with a banquet and special 
entertainment. R. W. Carney, vice 
president, Coleman Lamp _ and 
Stove Company, Wichita, Kansas, 
was the principal speaker of the 
banquet, his subject being “The 
Master Salesman of The Ages.” 

Technical sessions for both gas 
and electric utility personnel were 
conducted concurrently. Among 
those who addressed the electric 
section were R. R. Pittman, Ar- 
kansas Power and Light Company, 
Pine Bluff, who spoke on “Four- 
Wire Three-Phase Common Neu- 
tral Systems;” F. J. Niblock, Ar- 
kansas Power and Light Company, 
Little Rock, “Modern Practices in 
Transformer Banking;” C. E. 
Bathe, Oklahoma Gas and Electric 
Company, Oklahoma City, “Radio 
Interference and Its Suppression ;” 
and E. F. Graham, Southwestern 
Gas and Electric Company, Shreve- 
port, Louisiana, “Why the Differ- 
ence Between’ Residential and 
Commercial Rates.” 





New officers were selected at the 
concluding session. C. B. Wilson, 
state sales manager, Arkansas 
Louisiana Gas Company, Little 
Rock, was selected as president for 
the ensuing year. Others elected 
were: first vice president, A. R. 
Watson, Arkansas Utilities Com- 
pany, Helena; second vice presi- 
dent, D. H. Thurston, El Dorado; 
and secretary-treasurer, R. E. 
Ritchie, Arkansas Power and 
Light Company. 


Southeastern Electric 
Exchange Conference 


(Continued from page 40) 


sulation failures and so on, as well 
as improvements in the service re- 
liability of equipment, will make it 
possible to substantially increase 
the loads which can be carried 
safely on our existing power sys- 
tems and will greatly simplify the 
design of the power system in the 
future.” Mr. Stone’s complete pa- 
per will appear in the June issue, 
ELECTRICAL SOUTH. 

One of the most enjoyable fea- 
tures of the conference was the 
banquet held Friday evening. Bar- 
ney Eaton, president, Mississippi 
Power Co., presided as toastmaster 
and introduced’ the principal 
speakers: C. W. Kellogg, presi- 
dent, Edison Electrical Institute, 
and P. S. Arkwright, president, 
Georgia Power Company. 

Load building and selling was 
the keynote of the concluding ses- 
sion held Saturday morning. Fol- 
lowing the presentation of section 
reports by H. E. Simpson, secre- 
tary-treasurer, Florida Power & 
Light Co., and S. P. Vecker, gen- 
eral sales manager, Carolina Pow- 
er & Light Co., chairmen respec- 
tively of the accounting and sales 
sections, addresses were presented 
by O. M. Jackson, merchandise 


The Arkansas Utilities Association holds its twenty-seventh annual convention at Hot Springs 
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manager, Georgia Power Co.; Irv- 
ing W. Clark, manager, kitchen 
planning, Westinghouse Electric & 
Mfg. Co.; C. A. Eastman, Ebasco 
Services, Inc.; and C. E. Green- 
wood, commercial director, Edison 
Electric Institute. Abstracts of 
these talks will be found in follow- 
ing pages. 

An election of officers concluded 
the conference. Those elected were: 
president, Bryan C. Hanks, Florida 
Power & Light Co.; first vice 
president, Charles E. Ide, East 
Tennessee Light and Power Co.; 
second vice president, A. W. Hig- 
gins, Florida Power Corp.; and 
third vice president, J. A. Longley, 
Tennessee Electric Power Co. 





Southeastern Meter Course 
To Be Held in Florida 


The Annual] Short Course and 
Conference on Electric Meters and 
Relays will be conducted May 23-27 
inclusive, by the College of En- 
gineering, University of Florida, 
Gainesville, Fla., in conjunction 
with the Southeastern Meterman’s 
Association. 

Utilities and municipalities of 
the southeast expect this confer- 
ence to be most constructive and 
beneficial, especially at such a 
time when practical operating 
problems must be solved as effici- 
ently as possible. 

New technical developments and 
the increasing exacting demands of 
the industry present. problems of 
great importance to the practical! 
meterman and relay operator. The 
major part of the discussion will 
be devoted to analysis and solu- 
tion of these problems. 

Information about the course 
and program may be obtained from 
Dean Joseph Weil, College of En- 
gineering, University of Florida, 
Gainesville, Fla. 
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“Arctic Aire”’—Deluxe fans at 
popular prices made by F. A. 
Smith Mfg. Co., Inc. A com- 
plete line, sizes 8” to 28”, Un- 
The Chelsea Bucket Blade Hunter Adaptair excelled performance plus mod- 
Exhaust Fan with ball Hotel Type 52” ern design. 
thrust bearings is de- Ceiling Fan. In- 
igned for installations stantly adjustable 
where economy as well for either up or 
as quality is essential. down draft. 


‘Kool- Waiv” noiseless attic 
ans for summer cooling give 
zceedingly low decibel (noise) 
atings as well as excellent ca- 
pacities of air, simple in con- 
truction and easy to install, 
nternational Engineering, Inc. 
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; U. S. “Airco” Home Ventilator, “Buffalo” Breez-Air Attic Fan for 
AIRATE new attic ventilators. Com- The COOLAIR Residence Fan, built in a range of sizes for home comfort cooling. A large ca- 
i and its method of installation attic installation, by U.S. Air pacity fan that is unusually quiet 


ready to install, with automatic ceiling 


%. Quiet and economical in aperation. on Conditioning Corp. and economical in operation. 
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EVERYWHERE SING PLEASANTAIRE PRAISES 


Richmond, Virginia, Coal Dealer: ‘‘The portable air conditioner we have on hand has been used for many demon- 
strations, and in every case it has proven to be very efficient for small rooms.” 
Cincinnati, Ohio, Air Conditioning Dealer: “ ... it is remarkable to think of the splendid latent cooling job you do 


with this small unit.” 
New York, Tuberculosis victim: ‘‘Throughout the heat and frequent high humidity last summer (1937) the room 


BUYERS 


was maintained at a comfortable temperature . . . while food and rest are essential in cases of this kind, it is only fair 
to say that Pleasantaire’s work had its share in a recovery described by the doctors as unusually rapid.” 

St. Paul, Minn., Airline Executive: “ ... there was a period of two or three weeks where it was a distinct comfort 
to me. In general, Pleasantaire appears to be quite a satisfactory unit.” 

Gibson, North Carolina, Purchaser: “I was quite sick all last summer and Pleasantaire provided immense relief dur- 
ing the hot weather.” 

New York City, Hotel Manager: ‘‘There is no doubt in my mind or in the minds of those of our guests that they go 
far towards solving hot weather discomfort in hotel bedrooms. ... We are hoping to use a number of these units in 
1938, in addition to those already contracted for.” 

Burkeville, Virginia: “I used your machine during the hot summer months and found it to be very efficient for 
cooling a small room.” 

Washington, D. C., Purchaser: “...I have suffered for several years with hay fever . . 
had but one real attack of sneezing during the night... . ” 

Kansas City, Dealer: “ ... It gave good satisfaction and service.” 

Houston, Texas, Hotel Man: ‘“‘We placed your units in our rooms on the southwest side of the hotel where it was 
exceed:ngly hot. The Pleasantaires greatly reduced the humidity and we were extremely cooler.” 


Columbus, Georgia, Radio Dealer: “I live 


. since using your unit I have 





Hay fever victims 
assured of relief 


Those suffering from respira- 
tory ailments write us of the 
relief Pleasantaire has brought 
to them. Pollen and dust were 
kept out of their rooms, air was 
cool and dry enough to evapor- 
ate nasal secretions. Talk this 
angle over with leading nose 
and throat specialists in your 
community. 


in a hotel, and my room has a western ex- 
posure, which was a good test for your unit. 
I found the room to be comfortable at all 
times and at night was compelled to use 
extra bed covering.” 

Washington, D. C., Watch Repairman: 
“In hot, humid weather my delicate in- 
struments pick up a light coating of rust 
overnight. Since using your Pleasantaire 
excess moisture has been absorbed and this 
difficulty has been eliminated, and in ad- 
dition I had a comfortable room in which 
to work all summer.” 

Detroit, Well-known Refrigerator Manu- 
facturer: “The writer installed one of your 
units in a small bedroom to test the com- 
——a and found quite a satisfactory 
result.” 


Pleasantaire a Boon 
when sickness comes 


From all over the U. S. and 
foreign countries have come 
Pleasantaire praises from those 
stricken by illness in hot sum- 
mer weather. Pleasantaire buy- 
ers tell us of relief brought to 
loved ones, sick in homes and 
hospitals, when only Pleasant- 
aire was within their pocket- 
books. No hospital should be 
without this boon to human 


suffering. 


Read our story on pages 28 and 29 of the April issue of ELECTRICAL SOUTH 
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A NECESSITY APPLIANCE WITHIN AMERICAN MEANS 


For the third successive summer, the Pleasantaire Room Cooler offers complete relief from hot weather dis- 
comfort, freedom from perspiration, in any room of 200 square feet or less. 


Fitted right in the window in a few minutes time, Pleasantaire plugs in like a radio—broadcasts comfort. 
The lower window sash fits tightly on the top of the unit over a layer of sound-deadening felt, keeping cool air 
in, heat and noise out. There are no plumbing connections, no ducts or registers to be installed. The entire 
unit is air cooled, self-contained, and its standard commercial refrigerator parts may be serviced anywhere. 


Purchasers in every section of the United States and in thirty foreign countries have endorsed this modern 
comfort appliance.’ Their hot weather experiences over two hot summers have assisted in the development of 
fifteen refinements in the new Pleasantaire, resulting in even greater efficiency, new beauty to this indispensable 
machine. Further sound-proofing has been developed, acoustically designed grilles employed; a fresh air filter 


and a stale air exhaust insure healthful and invigorating atmosphere all summer long. 


PLEASANTAIRE 


Se ee EA oe ee ee ee pe 
1623 CONNECTICUT AVENUE, WASHINGTON, D. C. 
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Ry, Priced to Beat Competition 
"| --but Champions in Quality, 


Leauty and Performance 


Combining up-to-the-minute design features, mechanical improvements, u 


10 INCH P 


Oscillator usual beauty, real quality—PLUS a low price appeal, ArcticAire Fans 
$6.95 established sales records within tt 
market. Over a million are now in use. No attempt has been made to bu 
12 INCH them down to the pure price levels. All models are built to the highest qua 
Oscillator a i ae er oy ; = . a Sarnia “ 
2 Speed ity standards to deliver real air volume and give years of trouble-free pe 
$12 95 formance. A better fan cannot be bought than ArcticAire. Powerf 
° economical non-radio interfering motors. Streamlined designs. Oscillating n 
a 8 - *« E A . 
hanism fully enclosed motor housing. Standard finish a beautiful Cossa 
some models in Chromium). A full line including Pedesta 


ha 


ators and Ventilators 


A + 


ticAire make money for you, too. Writ 


mplete catalog 


“  F.A.Smith Manufacturing Co. 
ROCHESTER, 


by 
ArecticAire one 


NEW YORK 








POWERFUL AIR CAPACITY WITH 
SMALL INSTALLATION COSTS 


The CHELSEA 4-blade Deluxe Home Cooling Fan will ef- 
ficiently and economically solve the problem of cooling homes 
with insufficient attic space to accommodate a standard fan 
of the necessary size. Without sacrificing any of the advan- 
tages of the three-blade fan, this four-blade type has the 
additional feature of larger air capacity and lower installa- 
tion cost per cubic foot of capacity.. The 


4-BLADE 
CHELSEA bx: 
ATTIC FAN 


has all the outstanding features characteristic of all CHEL- 
SEA Attic Fans, such as larger air delivery; slower fan 
speed; quiet operation; highly efficient motors; low operat- 
ing cost; exclusive rubber mounted motors with automatic 
belt tension control; thermal overload protection on motor; 
self supporting base cuts installation cost; crate can be 
used as support for celotex box. Made in 36”, 42” and 48” 
fan sizes. A sample unit can be sent on 30-day approval. 

Let us tell you about the other features and the larger 
discounts you can secure on CHELSEA Fans. You should 
also know about CHELSEA Bucket Blade Exhaust Fans, Air 
Blast Fans and the full line of Circulators including 
Pedestal, Ceiling, Counter and Wall Types. Write us today 
for full data. 


Chelsea Fan & Blower Company, Inc. 
366 W. 15th St. New York City 
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GREAT FIELDS 
FOR PROFIT! 


The demand for electric 
ventilating equipment in 
stores, restaurants, offices, 
etc., will be greater than 
ever this year. American 
Blower Ventura Ventilat- 
ing Fans and Sirocco 
Utility Blowers (shown at 
bottom, left) give author- 
ized dealers a golden 
opportunity to cash in on 
this great market. Amer- 
ican Blower products for 














Ventura Home Conditioner 
—for Homes 


Comfort Cooling—the Ventura Home Conditioner 


(upper right) and the new Ventura Portable Apart- 
ment Conditioner (below) offer another unusual op- 
portunity for profit. 
The Home Condi- 
tioner, installed in 


Ventura Portable Conditioner 


—for Apartments 


attic, brings Comfort 
Cooling to the entire 
house. The portable 
Apartment Condition- 
er is easily moved— 
housed in a compact 
cabinet. American 
Blower, the world’s 
largest builder of air 
conditioning and 
air handling equip- 


ment, offers its Authorized Dealers the most com- 
plete line in this tremendous money-making field. 


a 
American Blower Corp. 
6000 Russell Street, Detroit, Michigan 


Division of the American Radiator and Standard Sanitary 
Corporation ¢ Canadian Sirocco Co., Ltd., Windsor, Ontario 











The Only Practical Summer Cooling 
That 90% of Homeowners and 
Business Places Can Afford 





COMMERCIAL COOLING 


Restaurants, hotels, theaters, 
and stores of every type all 
need this type of summer 
cooling equipment. Plugs 
into any outlet. Can be 
moved from place to place. 


MAIL THE ¥ 
COUPON 


AIR CONTROLS, INC. 


ATTIC VENTILATION 


cools an entire house in 
the hottest weather. 
Easy to install. Sizes for 

7 every type home. Capac- 
ities: 4,500 to 15,000 
cu. ft. of cooling air per 
minute. 











Stands 42” high; delivers 
7,000 cu. ft. of cooling air 
per minute. Other styles and 
models. 


Div. of The Cleveland Heater Co. 
1933 West 114th, Cleveland, Ohio 


Victor's 
. “Tornados” 
Both 20° 
and 22” 
models. 





Wall 
Mounting 
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10” AND 12” SIZES _ 
BOTH OSCILLATING 


@ Here’s the fan that sells fast 


\\\ and easy. Smart, modern design 


' —Victor’s own super-powered 


The "Breeze -Spreaders” 
A quality line fea- 
turing the exclusive 
“Miracle - Breeze.”’ 








motor—new quiet blades and 
ruggedly built for years of 
trouble-free performance. A 
real leader for greater fan sales 
— priced to bring in the buyers. 
Ask your jobber—or write for 


free catalog now! 


VICTOR ELECTRIC 
PRODUCTS, INC. 
778 Reading Road, Cincinnati, Ohio 
Makers of Victor In- Bilt 
Kitchen Ventilators 
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Get Your Share 
of PROFITABLE 
ATTIC COOLING 
Installations... 


This effective, economical method of making 
homes more comfortable and livable in summer 


is becoming increasingly popular throughout 


the South. Turned on in the evening, it expels 


the day’s stored-up heat, draws in and circulates 
fresh night air throughout all rooms, cools off 


the whole house, brings welcome relief from 


hot weather. 








‘ oe H 

| EVIL | | 

USAIRCO HOME VENTILATOR 
Proved by long service in many installations, this unit of 
USAIRCO dependability assures, when properly installed, 
the utmost in air circulating efficiency and long, trouble-free 
service. It makes satisfied customers and builds good will 
for you. Made in range of sizes that includes adequate ca- 
pacity for any home installation; easily installed, attractively 
priced. 


USAIRCO PORTABLE 
ROOM UNIT 


for Homes, Offices, Apartments, 
Hospital and Hotel Rooms 


Another profitable, efficient, low-cost 
item for electric appliance dealers. 
It takes fresh air from open window 
.-. washes, COOLS and circulates it, 
supplying refreshing coolness 
throughout the room. Plugs into 
electric socket, easily moved, re- 
quires no drain. Price, F.O.B. Fac- 
tory, $195.00. 


JOBBERS - DEALERS 


Send coupon forcatalog of USAIRCO 
Equipment and our dealer franchise. 
State territory. 


usAlAce 


ir Condilioning 
EQUIPMENT 


U. S. AIR CONDITIONING CORP. 
2145 Kennedy St. N. E., 
Minneapolis, Minn. 

Send literature on USAIRCO Equipment. 


UNITED STATES 
AIR CONDITIONING 
CORPORATION 
Minneapolis, Minn. 


New York City 
420 Lexington Ave., 
Phone Mohawk 4-056 


Territory we cover 


Chicago 
543 W. Washington Blvd. 
Phone Dearborn 7443 


c P at . 
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90 BIG 


Extra-Profit Days 
for COOLAIR Dealers 


Hundreds of home-owners, merchants and busi- 
nessmen in your community are beginning to suf- 
fer from the blistering heat of another long sum- 
mer. The next 90 days will be hot days . . . extra- 
profit days for smart dealers who sell Coolair venti- 
lating and cooling systems while their prospects 
are ripe to buy. 

Cash in on the demand for simple, quiet, low- 
cost cooling and ventilating start selling 
Coolair systems now. They’re easy to install, eco- 
nomical to operate and last the life of the build- 
ing. Hundreds have been operating efficiently 
for up to ten years. 

Every Coolair installa- ; 
tion means another 3 gussets 
booster and more pros- 
pects. No trouble calls 
to cut down your profits. 

Get going now for a 
full season of extra- 
profit days. Delay is 
costing you money. 

Write today for com- 
plete information. 


WRITE FOR FREE ILLUSTRATED MANUAL 
Handy, 28- booklet with valuabl 
Golair ay Ogg Rye ed by 
the field. Mail this coupon today. 
Please Send Me Your Coolair Manual. 


eR ee 
Gee S55. 


f Golair\\ 
Linc / LSE COOLAIR corPORATION 


Manufacturers . . . ~ JACKSONVILLE, FLORIDA 
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Kecause..PEOPLE DON’T LIKE * 
HOT STUFFY HOUSES 
in Warm Summer Weather 


You Can Sell Them 
BREEZ-AIR 
BUFFALO 
ATTIC FANS 


ot cai a — : 
for HOME COMFORT COOLING 
@ That’s why distributors and dealers who are looking for ways to 
boost summer sales and profits are quickly taking up the Buffalo 
Breez-Air Attic Fan franchise. 
Fans are large capacity—quiet and economical in operation—easy to 
install. One installation in a neighborhood sells many more. 
If you want more sales and profits this summer, write for complete 
information now. Our merchandising plan will make your sales 


work doubly effective. 


BUFFALO FORGE COMPANY 


210 MORTIMER ST., BUFFALO, N. Y. 
Branch Engineering Offices in Principal Cities In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 





Overs 7B Complete Line 
/ NOISELESS 


Summer Cooling Fans 


1938 is sure to be another big year for 
KOOLWAIV Ajr-Conditioning equipment — 
Cooling Fans, Attic Ventilation Fans, Circu- 
lators and Industrial Cooling of every descrip- 
tion. KOOLWAIV offers the greatest values 
today; AGENTS, JOBBERS, DEALERS—Send 
for KOOLWAIV’S proposition today—Let us 
show you the biggest line-up of equipment and 
sales helps you’ve ever seen. We are ready to 
put PROFITS in your pockets now; Please 
address Dept. 64. 


INTERNATIONAL ENGINEERING, INC. 
DAYTON, OHIO 








HOTEL CAR 


om St ae 


Affiliated with American Hotels Corporation © J Leslie 
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In this section: Electric 
brazing equipment for 
the shop . . . Babbitt pot 
for the motor shop . 
Curing a segs pump 
drive 





Electric Brazing 
For the Shop 


XPERIENCE over a period of 

several years, both in the plant 
and in the field, with a great num- 
ber of every kind of joint under 
actual service conditions, has 
proved the advantages of incandes- 
cent electric carbon brazing, mem- 
bers of the American Welding So- 
ciety were told recently in a joint 
paper presented by Walter Reed, of 
General Electric, and Leo Edelson, 
of the Handy & Harman Co. 

The authors pointed out the fact 
that not only is the new method 
a noteworthy contribution to the 
art of brazing but that its applica- 
tion has been greatly facilitated by 
the development of new brazing 
alloys and fluxes. 


Essentially, the new method of 


REWINDING ANG 


brazing consists of assembling the 
joint, clamping it between the elec- 
trodes of a pair of brazing tongs, 
and passing electric current 
through the work. Advantages 
claimed for this type of joint are 
(1) takes less time and costs less 
than mechanical or soft solder 
joints, (2) lighter sections of metal 
can be joined, (3) joints do not 
require pretinning, (4) parts can 
be joined close to insulation or 
supporting members, (5) length of 
joint lap can be reduced, and (6) 
silver brazed joints, when properly 
made, stand up under thermal 
overload, vibration, corrosion, and 
mechanical and electrical stress. In 
addition, joints can readily be 
made in the field. 

Generally speaking, alternating 
current is used for incandescent 
carbon brazing because of the ease 
of obtaining the necessary heavy 

current. The cur- 
rent is supplied to 
the brazing tongs 
directly from a 
transformer de- 
signed to furnish 
the current at the 
desired voltage. 
Ordinarily, the 
standard primary 
voltage is 220 
volts. Secondary 
voltages range 
from 7.5 to 12 
volts. 

Brazing trans- 
formers are usual- 


One of the press 
type brazers for 
heavy copper is 
shown here in oper- 
ation . . 


‘or “burning” 


57 


REPAIR 


Motor service men are in- 
vited to make use of this 
department for the ex- 
change of ideas on motor 
rewinding and_ repair. 
Payment will be made for 
all material published. 





oe SST .carbon brazing finds 
many applications in the motor 
repair and rewinding shop. This in- 
teresting resume of a discussion pre- 
sented by Walter Reed and Leo 
Edelson before the American Weld- 
ing Society describes some of the 
new equipment available and me- 
thods of using. (Photos zre repro- 
duced through the courtesy of Gen- 
eral Electric Co.) a) es ae 


iy portable and are wound to take 
current from power lines and de- 
liver it at low voltage to the 
brazing tongs. 

Three types of electrodes, soft, 
hard, and extra hard, are available. 
While all three of these electrodes 
are generally made from carbon 
and graphite, they vary consider- 
ably in their applications and ad- 
vantages. The “soft” electrode has 
a low surface resistance, thereby 
practically eliminating the danger 
of overheating the work in spots, 
the surface of the 
work through too rapid heating. It 
is of particular advantage when 
operators are new to the job. The 
“hard” type has a _ considerably 
greater surface resistance than the 
soft electrode and, therefore, op- 
erators should be given a certain 
amount of training before this 
electrode can be used. Its major 
advantage lies in the fact that 
brazing temperatures can be had 
with approximately 30 per cent 
less current. The “extra hard” 
electrode has the highest resist- 
ance thus far safely employed. Its 
surface resistance is correspond- 
ingly high and the danger from 
“burning” the joint surface is such 
that it should only be used by 











Typical brazing tongs and transformer 


skilled operators. Its outstanding 
advantage is that it offers top 
brazing temperatures with only 
about 50 per cent of the current 
required by the soft type elecirode. 
This means that comparatively 
large joints can be made with 
standard brazing equipment. 

One of the basic reasons for the 
consistently good joints made by 
the incandescent carbon brazing 
method is that the joints are heat- 
ed under pressure. In making lap 
joints, for example, the members 
are clamped between the electrodes 
under sufficient pressure to hold 
the parts securely together and 
make full even contact. The cur- 
rent is usually applied intermittent- 
ly, so that the heat is evenly dis- 
tributed throughout the electrodes, 
thus avoiding hot spots. Heating 
continues until the proper brazing 
temperature is reached; this tem- 
perature is indicated by the free 
flowing of the brazing alloy. 

In making butt joints on mate- 
rials up to one inch in width, the 
ends to be joined together should 
be square to utilize the maximum 


contact areas. The ends should be. 


butted tightly together and the 
electrodes applied to the thin sides 
of both members. Straight butt 
joints can be used on metal thick- 
nesses of one-eighth-of-an-inch and 
under, but on heavier metals the 
members must be scarfed. The 
scarf should be approximately 
three times the thickness of the 
joint members. 

When cable is to be brazed, the 
strands should be wrapped so that 
they will retain their position. The 
cable should then be flattened and 
assembled between the electrodes. 
Heating is the same as in making 
lap joints but it should be remem- 
bered that, when joining cable, the 
brazing alloy must be applied at 
the cut end. 


Where the work 
to be brazed is of 
such a nature that 
it can be brought 
to a definite point, 
it is generally ad- 
visable to use sta- 
tionary equipment 
on which joints 
of practically any 
size can be made. 
The equipment 
usually consists of 
a press and appa- 
ratus to control 
the motion of the 
electrodes. Pres- 
sure is produced by means of an 
air cylinder or a mechanical lever. 
Larger-size transformers are usual- 
ly used with this equipment and 
leads can be made heavy enough to 
carry the maximum current with- 
out heating and, if necessary, the 
electrodes can be _ water-cooled. 
Likewise, air cylinders and levers 
can be made to supply any required 
pressure. Presses of this kind, with 
capacities up to 100 kva., are in 
constant use. For press work, the 
soft-type electrode is most com- 
monly used. 


Electric Babbitt Pot 
For Motor Shops 


The accompanying photograph 
shows an electrically heated bab- 
bitt pot in the repair shop of a 
concern which specializes in elec- 
tric motors. This pot holds ap- 
proximately 130 pounds of babbitt 
bearing metal, thereby maintain- 
ing a ready supply of bearing metal 
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(Photo courtesy of Edwin L. Wiegand Co.) 
for both big and little jobs. 

The pot is rated 2 kw for opera- 
tion on 230 volts. It is equipped 
with automatic temperature con- 
trol, consisting of temperature in- 
dicating thermostat and contactor. 
Thus, it is easy to maintain ac- 
curate melting temperatures from 
575 degrees F. to 875 degrees F. 
for different bearing metals. 

The concentration of electric 
heat in the pot has a number of 
advantages, including comfort for 
the workmen in warm _ weather, 
reduction of space and economy of 
operation. The automatic temper- 
ature control assures high quality 
resuits continuously, lower labor 
costs because of the elimination of 
frequent temperature adjustments 
and minimum expenditure for 
bearing metals because of the ab- 
sence of excessive temperatures 
that would break down the com- 
position of the metal. 


Use of Direct Current Results in Equipment Economy 
Economies resuiting from the use of direct current runout table motors at Republic 
Steel Corporation’s new 98-inch continuous strip mill in Cleveland is evident in this 
view of the hot mill motor room showing the magnetic control boards and motor- 


generator sets. 


Only two motor-generator sets and 24 feet of control boards are 


required to operate this equipment instead of the eight motor-generator sets and 75 
feet of control board that would be needed if a-c motors were used 
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Curing a Balky 
Pump Drive . . 


NSTALLED in a weatherproof 

“dog house” six by eight feet in 
area, a 10 hp three-phase syn- 
chronous motor driving a single 
stage air compressor on a deep-well 
air lift suddenly developed symp- 
toms of balking after several 
months of trouble-free operation. 

The trouble took the form of 
automatic cutting off of the cur- 
rent by the temperature-overload 
relay after from fifteen minutes to 
an hour’s run. Neither the elec- 
trician or the chief engineer were 
able at first to discover the under- 
lying cause. In fact. although each 
man watched for periods several 
times as long as that intervening 
between automatic shut-downs, the 
unit functioned perfectly during 
the watching. 

Finally, suspecting the relay 
unit, the electrician put a recording 
thermometer within the relay case, 
closed the “dog house” door and 
waited. When the unit shut down, 
it was found that the temperature 
within the relay box had reached 
145 degrees F. though that of the 
outside air was only around 70. 


Working from that basis, the 


electrician discovered that the set- 
up, and not the pump, motor nor 
relay as a unit, was to blame. The 
surge tank and separator in the 
air line had been installed along 
one wall of the tiny shack, with 
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Here is the set-up that caused the 
trouble. A—air line from compres- 
sor; R—relief valve; G—pressure 
gauge; D—air line; P—motor 
starting panel; S—switch box; C— 
conduit to motor; B—push button 
control. W is the wall-board 
shield that cut off the radiated 
heat from the compressor tank. . 


the switch box and panel directly 
alongside. With the compressor 
working at full load, the tank sur- 
face became hot, far too hot to be 
touched with the bare hand, and a 
part of this heat was radiated to 
the black metal box of the relay 
panel, there raising the tempera- 
ture and creating a false condition 
to which the relay reacted as 
though the heat were induced by 
overload, 

The installation of a panel of 
cypsum wall board, shown at “W” 
in the sketch, served to cut off the 
radiation from tank to panel, and 
che unit again functioned perfect- 
1V. 

The reason for the failure of the 




























Another view of the new Westinghouse motor assembly aisle at East 
Pittsburgh. A slotter cuts the “key-way” in the laminated steel core 
of a rotor for a 3-2 horsepower motor ae er re 
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trouble to appear during the peri- 
ods of watching was traced to 
the fact that both electrician and 
engineer were smoking while stand- 
ing in the door of the dog house— 
holding it open and thus permitting 
sufficient air circulation to keep 
the relay temperature below the 
tripping point. 

The experience of this company 
with a unit built up from standard 
equipment goes to show that in 
many instances the guilt for a 
shutdown may be placed on appara- 
tus which is in itself not to blame, 
the cause of the trouble lying in 
failure to take into consideration 
all phases of the loeation and work- 
ing conditions under which the 
apparatus must function. 





Adequate Wiring Program 


Started in Carolina 
(Continued from page 9) 


Another architect in Hickory, N. 
., expressed his regret that this 
plan had not been set in operation 
thirty years ago. 

These expressions are indicative 
of the interest in providing better 
wiring. The lack of previous pro- 
motion along this line has resulted 
in loss not only to the entire elec- 
trical industry, but to the public 
as well. This program will assist 
very considerably in providing 
greater economy and usefulness to 
the customer. It will create oppor- 
tunity for greater electrical mer- 
chandise sales and also make pos- 
sible the greater use of electrical 
service without the inconvenience 
of blown fuses, inefficient opera- 
tion and similar handicaps ex- 
perienced today because of inade- 
quate wiring. 





Cable Skates Simplify 
Long Pull-in Job ; 


Putting a cable on skates was a 
trick devised recently by an in- 
genious electrical contractor who 
found it necessary to install a con- 
tinuous, heavy-duty and_ extra 
large size cable. The length of the 
cable was such that the strain, re- 
sulting from ordinary pulling 
methods would be too great. 

To eliminate excessive strain a 
series of two-roller skates were in- 
stalled at various points and 
proved to be a sucessful means of 
pulling in the cable. Of course, 
there was no way to disengage the 
skates after the cable was laid and 
so the cable still has its skates on. 
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School Lighting Practice 
Standards Available 


HE long-awaited new “Ameri- 

can Recommended Practice of 
School Lighting,” sponsored by the 
Illuminating Engineering Society 
and the American Institute of 
Architects, and approved by the 
American Standards Association, 
under whose rules of procedure it 
was produced, has come off the 
presses and is now available, ac- 
cording to joint announcement of 
its sponsors. 

In the preparation of this new 
set of recommendations, which re- 
places those offered in “Standards 
of School Lighting, 1932,” the 
sponsor organizations have had the 
collaboration and experience of the 
Sectional Committee on Lighting 
of School Buildings, appointed in 
accordance with the provisions of 
the American Standards Associa- 
tion. The committee included com- 
petent eyesight specialists, physi- 


cians, research workers, public 
health officials, architects and en- 
gineers. Their recommendations 


constitute the most comprehensive 
and thorough study of the subject 
made to date. 

In this new edition, the primary 
purpose has been to establish cri- 
teria of good illumination for the 
guidance of architects, engineers, 
school officials, and others in- 
terested in the conservation of 
children’s vision and the efficiency 
of pupils and teachers. 

To the end that the many re- 
quests for more detailed informa- 
tion on all phases of school lighting 
may be met, this edition of the 
“American Recommended Practice 
of School Lighting” has been ma- 
terially enlarged over previous edi- 
tions. 

Successive sections cover the see- 
ing problems confronting students 
and teachers; the factors that af- 
fect seeing and lighting; the prob- 
lems involved in natural and artifi- 
cial lighting of schoolrooms; how 
and when natural light may be 
augmented by artificial light under 


varying weather conditions; and 
the matter of adequate wiring. 

Single copies of the new recom- 
mendations are priced at 25c each, 
with quality prices obtainable on 
request from both the Illuminating 
Engineering Society at 51 Madison 
Avenue, New York City, and the 
American Standards Association, 
29 W. 39th St., New York City. 





Trends in the Cost 
Of Lighting . . . 


ECENT reductions in Mazda 

lamp prices and in electric 
rates again emphasize the low cost 
of light which is now lower than 
ever before in history. 

An interesting illustration is the 
comparison of the cost and light 
output of the 150-wat: lamp of 
today with the same size lamp of 





A New Department 


Because of the increasing 
interest of electrical con- 
tractors in lighting theory 
and practice, this department 
has been established. It will 
include short articles dealing 
with specific facts on light- 
ing application. Much of the 
material included will be pre- 
pared by Roy A. Palmer, well 
known illuminating engineer 
of the Duke Power Co. 

A special feature of the de- 
partment will be questions 
and answers on lighting ap- 
plication problems. Readers 
are invited to send in their 
questions which will receive 
Mr. Palmer’s personal atten- 
tion. 











1909 when’ tungsten filament 
first came on the market. In 1909, 


this lamp had a list price of $2.65 
and rated average life of 500 hours. 
Its light output was rated at 8 
lumens per watt. 
Today, the 150-watt lamp costs 
only 20 cents, list price, and has a 
(Continued on page 80) 
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HISTORICAL RECORD OF LIST PRICES OF 50-WATT LAMP 
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FACTS 
About Our Business 






The Tennessee 
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Electric Power Cc 
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REPOR 















pany 








Gross Earnings $16,164,657 
Taxes (16% of gross) $ 2,613,738 
K. W. H. Sold to Regular Customers 776,446,597 
Electric Customers 138,523 
Merchandise Sales $ 1,861,345 
Average Annual K.W.H. Used 

per Residential Customer 1,353 


The above information is from the annual report to stockholders 
for the year 1937, just issued. Included therein is a complete 
description of the Company’s business and progress for the 
year, together with a detailed discussion of the competitive 
power situation confronting the Company as a result of activi- 
ties of the TVA and other public power agencies in Tennessee. 
If interested, you may secure a copy of this report by writing 
the Company. 


THE TENNESSEE ELECTRIC POWER Co. 


Chattanooga, Tennessee 













































Southwestern Chapter IES 
Holds Spring Meeting 


HE spring meeting of Illum- 

inating Engineering Society, 
Southwestern Chapter, was held in 
Fort Worth, April 1. A feature of 
the meeting was the presence of 
H. B. Dates, Case School of Ap- 
plied Science, Cleveland, and pres- 
ident of the Illuminating Engineer- 
ing Society. 

Mr. Dates attended the after- 
noon session of the meeting and 
was the principal speaker at a 
banquet that evening. In his talk, 
he compared lighting with the 
steam engine and its slow develop- 
ment. He touched briefly upon his 
experiences in research work in 
school and industrial lighting, and 
discussed the reasons why differ- 
ent types of intensity and light are 
needed. 

Chairman L. R. Ward said that 
the spring meeting brought to a 
close the most successful year in 
the history of the Southwestern 
Chapter. In fact, so successful has 
the Southwestern Chapter become, 





The Southwestern Chapter, ILE.S., held a most suc- 
cessful meeting in Fort Worth, April 1. Some of those 
in attendance are shown here. Standing, left to right, 
are H. R. Heitzman, H. G. Hrivnatz, L. T. Anderson, 
W. E. Folsom, Stanley Zerchner, J. B. McMath, H. B. 


with its active membership of ap- 
proximately 70, that a resolution 
was adopted April 2 by the new 
officers and committee chairmen 
asking that the National Council 
be petitioned to change the status 
of the Southwestern Chapter to 
that of a Section. 

The meeting program consisted 

(Continued on page 80) 


Memphis League To Urge 
Certified Wiring : 


The Memphis Electric League 
announced recently that its efforts 
during 1938 will be devoted largely 
to getting “certified wiring” in- 
stalled in every residence built in 
and around the city of Memphis. 

The League will contact archi- 
tects, builders and owners of homes 
while plans are still in progress or 
during early construction stages 
whenever possible to check wiring 
specifications. 

At a recent meeting of the 
League, W. H. McInnis, chairman 
of the activities committee of the 
League, suggested plans by which 








the local Certified Wiring Plan 
sponsored by the League could be 
fitted into the promotional plans 
of the National Adequate Wiring 
Bureau. 

These suggestions covered the 
raising of funds for purchase of 
advertising material available from 
the National Bureau and obtaining 
the Bureau’s permission to allow 
the use of the National Adequate 
Wiring Seal on installations meet- 
ing the specifications of the 
League’s Certified Wiring Plan. 

The plans presented were accept- 
ed and a committee authorized to 
carry out the plans. 





Richmond League Launches 
Adequate Wiring Program 


Laurence W. Davis, New York, 
general manager of the National 
Electrical Contractors’ Association, 
addressed the Electric League of 
Richmond at a special supper meet- 
ing at the John Marshall Hotel, 
April 8. 

Mr. Davis represented the Na- 
tional Adequate Wiring Bureau 
and discussed the adequate wiring 
campaign to be conducted in Rich- 
mond, which was launched by the 
Electric League at this meeting. 
Edgar M. Andrews, president, pre- 
sided. 

Boyd A. Propert, chairman of 
the business development commit- 
tee of the league, discussed the 
details of the campaign and re- 
ported on the progress made so far. 


Bickers, F. H. Simmer, V. J. Graham, and C, R. Davis. 
Sitting, left to right, are A. E. Warner, L. R. Ward, 
retiring chairman, F. A. Covington, newly elected 
chairman, H. B. Dates, national president of LE. S., 
G. G. Griffin, and P. M. Rutherford. . 
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EOPLE who have bought automobiles 

and automatic equipment for kitchen 
and laundry on the Commercial Credit 
Company time-payment plan have 
been pleased with its low cost, and 
with the courteous way they’ve been 
treated. They’re ready to do business 
through us again. 


I can make your selling job with these 
folks far easier. I have kept tabs on 
them in a friendly way. I can steer 














1 
DOVl@i 


LD CUSTOMERS 


‘9 


ale me. No obligation, of course. 






you clear of dangerous credit risks... 
give you a financing service they’ll 
readily accept. 


When you do business with me you 
get these extra advantages, plus free- 
dom from credit cares. You get your 
cash promptly. We carry on with a 
frictionless collection system that re- 
lieves you from worry or embarrass- 
ment. All your time may be devoted 

to your principal problem—sales. 


I am the local manager for Com- 
mercial Credit. I can take care 
of all yoursound sales despite local 
conditions. Feel free to consult 


ComMERCIAL Crepvit Company 





a 
4% HEADQUARTERS BALTIMORE 


Serving Manufacturers, Distributors and Dealers Thru More Than 200 Offices in the U.S. and Canada 


COMMERCIAL BANKERS 
CONSOLIDATED CAPITAL AND SURPLUS OVER $64,000,000 























National Electrical Code 
Official Interpretations . 


Interpretation No. 130—Motor Branch 
Circuits, Paragraph 4345-a. 

Question: In adopting the text of 
paragraph 4345-a of the 1937 Na- 
tional Electrical Code, was it the in- 
tention of the Electrical Committee 
to restrict the total load on the 15, 
20, and 25 ampere circuits of Article 
210 to 75 per cent of the rating of 
the branch cireuit overcurrent pro- 
tective device when two or more mo- 
tors are connected to such a circuit 
as provided in paragraph 4343-a? 

Finding: Yes, if the motors are 
without individual overcurrent pro- 
tection. 


Interpretation No. 131—Service Switches, 
Section 2351. 

Question: Is it required that serv- 
ice switches be capable of interrupt- 
ing their rated current capacity? 

Finding: Yes. 

Interpretation No. 133—Insulated Grounded 
Service Conductor, Sections 2552 and 2553. 

Question No. 1: Referring to Sec- 
tion 2552 and to Section 2553-d of 
the 1937 National Electrical Code, is 
the provision “other devices (not 
locknuts and bushings) approved for 
the purpose”’ satisfied by having an 
uninsulated grounded service con- 
ductor in continuous contact with its 
metal raceway or the metallic armor 
of service entrance cable? 

Finding: Yes. 

Question No. 2: Referring to ques- 
tion 1, is the provision satisfied by 
the simple connectior of an insulat- 
ed grounded service conductor to the 
metallic enclosures of metering and 
service entrance equipment? 

Finding: No. 
(Reprinted by permission 

News Bulletin of the 


from the 
I.A.E.I.) 


Examining Board Issues Bulletin 





items of interest will be appreciat- 
ed.” 

The first issue of the bulletin 
which consists of two mimeo- 
graphed pages includes a number 
of items which should prove of 
particular interest to electrical 
contractors. For example, one item 
suggests that contractors review 
Article 250 of the National Electri- 
cal Code which relates to the sub- 
ject of grounding. Attention is di- 
rected to the fact that thin wall 
tubing and BX cable are forbidden 
by the code for installations in the 
shell of gasoline pumps and tanks. 
Explosion proof fittings are re- 
quired, 

Another item in the bulletin an- 
nounces that a two-day electrical 
school will be conducted at North 
Carolina State College in Raleigh 
under the supervision and guidance 
of the college faculty. Lectures on 
the National Electrical Code, on 
estimating residential and commer- 
cial installations, materia] stand- 
ards, and other subjects will be 
featured in the course. 


Charlotte Board Considers 
Code Rivisions . . .. 


Revisions to modernize the regu- 
lations of the city electrical code 
were discussed at a preliminary 
meeting of the Charlotte Electrical 
Examining Board recenily in the 
office of W. H. Yandle, city elec- 
trical inspector. 

Because of the increase in the 
use of new electrical appliances, 
such as refrigerators, furnace stok- 
ers, oil burners, etc., it has become 
desirable to adopt regulations that 
will meet these advancements in 
electrical uses, Mr. Yandle says. 
The changes in the law will provide 
standards for installation of wiring 
and electrical equipment for these 
new uses. 


Kansas City Inspection Bureau 
Undertakes Re-inspection 


The Electrical Inspection Bu- 
reau of Kansas City is undertaking 
a re-inspection program of resi- 
dential, commercial and industrial 
occupancies. The building or home 
owner is furnished a copy of the 
inspection report (reproduced 
herewith) and each report carries 
at the bottom the following state- 
ment: 

“This inspection is made as a 
courtesy and service for safety to 
life and property, by the Electrical 
Inspection Bureau, without cost to 
you, All repairs must be made by 
licensed electrical contractor.” 





RE-INSPECTION REPORT 
INDUSTRIAL 


OFFICE OF CiTy ELECTRICIAN 





KANSAS CITY, MIBSOURI 


L. J. MCCORMICK 
Cree Ccecracian 


ADORESS. 





NAME 


TYPE OF BUILDING — 





BUILDING OWNER OR AGENT. 





NATURE OF BUSINESS. 


AGE OF BUILOING._____§=_=_____OATE OF LAST WIRING OR REPAIRS. 


BY WHOM. 





vee Neo 
Ye Net) 


Size of Service Wire Adequate (Lighting). 
Power || Size of Service Wire Adequate (Power) 

Volts | Is Power Panel Capacity Adequate. Yeo o Net) 
Is Lighting Panel Capacity Adequate, Yes) Net) 


CONDITION OF BRANCH CIRCUITS 
POWER LIGHTING 


Overloaded No [}) Yes [Overloaded —. No [} ves o 


For Contractors and Inspectors 


Lighting 





Size of Service Wire 


Size of Service Wire. 





The first issue of an interesting 
bulletin directed to electrical con- 
tractors and inspectors was issued 
by the Board of Examiners of Elec- ‘ ; " 5 
trical Contractors of North Caro- “ : ; ; ‘ 4 ‘ x . * ‘ 
lina early in April. ‘ * x ‘ : : fs Re “ a 

“This bulletin is an experiment,” : ¥ : ; : : : Seah 
reads an announcement in the bul- et ro he ee 
letin. “If it can be made and pub- Geod'[} Fair (Poor (] Dangerous [) 
lished in a manner that will be of 
benefit to the electrical industry 
of this state, it is this Board’s 
intention to continue its publication 
from time to time. Suggestions or 


Capacity of Power Panel 





Capacity of Lighting Panel 
BRANCH CIRCUITS 
POWER 


No. Amps. 
« ” 














Condition of Service Wiring. 





Condition of Branch Circuit Wiring 








Defects and 











This re-inspection form was designed for reports on industrial_installa- 


tions. Other forms are used for homes and stores 
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RAYBAR takes pride in the completeness 

of its service of electrical supplies—a ser- 

vice to the whole community. Every electrical 
need of industry, office, and home can be filled 
from Graybar’s list of 60,000 electrical items. 
At the same time, nearby Graybar ware- 
houses make these electrical products quickly 
and conveniently available ...when and where 


r 


— 
WA 


you want them. And Graybar’s 69 year repu- 
tation for quality assures dependability in every 
electrical product. 

Finally, Graybar’s service of distribution 
saves buyers’energies and time... makes heavy 
reserve stocks unnecessary...coordinates de- 
livery and assembly of stocks. Call on Graybar 
...for everything electrical! 
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OFFICES IN 85 PRINCIPAL CITIES EXECUTIVE OFFICES: GRAYBAR BLDG., NEW YORK 
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Timely News of the 


ELECTRICAL \WHOLESALERS ... 





Riechman-Crosby Announces 
New Catalog Issue 


Richard Alcott, executive  vice- 
president of the Riechman-Crosby 
Company, Memphis, Tenn., an- 
nounces the issuance of a new cata- 
logue. The catalogue will carry a 
complete set-up of prices, illustra- 
tions, and information on equipment 
carried by the company. As the elec- 
trical division will be included in the 
general catalogue, plans will be made 
to issue a separate electrical cata- 
logue at a later date. 


G-E Dealers Meet In 
North Carolina 


A dramatic presentation of Gen- 
eral Electric products was made at a 
meeting of dealers and sales manag- 
ers in Charlotte recently. 

Arrangements for the meeting 
were made by L. W. Driscoll, presi- 
dent of Driscoll, Inc., General Elec- 
tric distributors for North Carolina. 

The meeting was the second of 
three held in the state. 

General Electric Company repre- 








sentatives attending the meeting-— 
at which nearly 150 were present— 
were headed by J. R. Poteat, a form- 
er North Carolinian, now manager 
of the range and water heater di- 
vision; C. J. Enderlie, manager of 
the dishwasher and disposal divi- 
sion; and Earl Norling of the re- 
frigeration division. 

John Paul Lucas of the Duke Pow- 
er Company spoke at a luncheon 
meeting. He outlined the immense 
market created by the rural electri- 
fication extension activities. 


Raybro Jacksonville Branch 
Occupies New Building 


A modern building located at the 
corner of Ocean and Beaver Streets 
has been completed to house the 
Jacksonville branch of Raybro Elec- 
tric Supplies, Tampa, Fla. 

Designed to comply with the needs 
of an electrical wholesaler, the new 
building has an ideal arrangement of 
loading platform, shipping depart- 
ment, showroom and offices. 

Every modern means of expediting 
service to customers was incorporat- 
ed. Special care was 
taken to insure 
comfort and con- 
venience of its cus- 
tomers, including 
circulating ice wa- 
ter, summer com- 
fort of air circula- 
tion, modern rest 
rooms, lounge, etc. 

The showroom, 
covering 1,400 sq. 
ft., is L-shaped to 
allow for handling 
of several prospect- 
ive customers with- 
out interference. All 
ceiling and bracket 


fixtures, totaling 
more than 340 
units, are con- 


trolled by individ- 
ual switches. 


Displays were de- 
signed especially for 
electrical merchan- 
dise, are portable, 
and can be changed 
easily. Plug-in strip 
is included on base- 
board, allowing am- 
ple outlets for floor 
lamps and electrical 
device displays. 

The warehouse 
includes 11,000 sq. 
ft. of storage space 





in addition to a mezzanine of 
about 3,000 sq. ft. The photograph 
was made by natural light from 
skylights and shows the arrange- 
ment of supply bins. Traffic moves 
in one direction toward a double 
loading platform at extreme left, and 
heavy material and equipment can 
be seen in line for truck loading. 

According to Troy A. Brown, gen- 
eral manager, with headquarters at 
Tampa, the branch was established 
in Jacksonville during the latter 
part of 1936 to better serve a grow- 
ing list of customers throu;hout 
north and northwestern Florida. 

J. A. Meier, who has been general 
sales manager for a number of years, 
moved his headquarters to Jackson- 
ville and is in direct charge of the 
branch. The officers of the company, 
including J. H. Bragg, secretary and 
treasurer, and R. Q. Austin, service 
manager, express confidence in the 
growth of Jacksonville and its trad- 
ing area. 


Wholesalers’ Sales Continue 
Below 1937 Figures 


The dollar volume of wholesale 
trade declined 15 per cent during 
February, 1938, as compared with 
February, 1937, according to recent 
reports from the National Associa- 
tion of Credit Men and the Bureau 
of Foreign and Domestic Commerce. 
This was the fifth consecutive month 
in which sales fell below the same 
month of the previous year. 

Electrical wholesalers’ sales in the 
country as a whole in February 
decreased 23.4 per cent from Febru- 
ary, 1937, and decreased 2.4 per 
cent from January, 1938. 

In the South Atlantic States, elec- 
trical wholesalers’ sales decreased 
27.2 per cent from February, 1937. 
although they increased 18.8 per 
cent in comparison with January, 
1938. In the East South Central 
States, sales decreased 19.8 per cent 
from February, 1937 but increased 
10.5 per cent over January, 1938 
Similar figures for the West South 
Central States were 17.0 per cent 
decrease and 8.8 per cent increase 
respectively. 


Leonard Distributor Appointed 


Announcement was made recent- 
ly by R. I. Petrie, Leonard sales man- 
ager of the appointment of Peaslee- 
Gaulbert Corp., Oklahoma _ City, 
Okla., as distributor for the Leonard 
electric refrigerator line. 
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Ample Power 
At Low Rates 
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ERVED throughout Tide- 
water Virginia and North- 
eastern North Carolina 
over the Transmission System 
of the Virginia Electric and 
Power Company. 


S 


Two large modern steam plants, 
seven hydro plants and five in- 


terconnections with neighbor- = 


ing utilities serve to guaran- 
tee that at all times the elec- 
tric requirements of Tidewater 
Virginia and Northeastern 
North Carolina cities and towns 
will be amply fulfilled. 


* Over 200,000 kilowatts of ca- 


pacity is available at the call of 
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VirGiniA ELectric and Power ComPANy 


Serving Tidewater Virginia and Northeastern North Carolina 











Literature of Interest to the 


Electrical Industry 








Reminiscences of Menlo Park 


By Frances Jehl. Published by The Edison 
Institute, Dearborn, Michigan. 430 pages. 
Price: paper cover, 35c; cloth cover, Tic. 


Thomas Edison has had several 
biographers but this is the first book 
to be written by one who was per- 
sonally associated with Edison dur- 
ing the entire development of the 
incandescent electric lamp. 

Francis Jehl, who was one of Edi- 
son’s chief assistants for many years, 
gives in it intimate insights into the 
character of Edison and the meth- 
ods he employed in unraveling the 
secrets of nature. 

It will instruct every reader in 
the origin of the art that has given 
employment to untold millions, and 
it is one of the most revealing close- 
up portraits of Edison, the man, that 
has ever been written. 

Every telegraph, telephone, wire- 
less or radio engineer will be sur- 
prised to read what discoveries and 
contributions Edison made to his 
field. 

Other important inventions and 
discoveries of Edison up to 1880 are 
included in this volume. It is with- 
out doubt a most valuable source 
of direct information concerning 
Edison in his greatest years. 

As an inspiration to young men 
embarking on a career, regardless 
of what profession they may choose, 
this book of Edison’s life will be 
most valuable because it reveals and 
illustrates the great part which will- 
power, vision, observation, indomit- 
able persistence and plain work had 
in creating Edison’s career. 


Trane Air Conditioning Manual 


By William Goodman. Published by the 
Trane Company, LaCrosse, Wis. 333 pages, 
profusely illustrated, cloth binding, 9x11 
inches. Price, $5.00. 


Few publications in the air condi- 
tioning field have achieved the sim- 
plicity and practicality of this new 
manual which does not sacrifice au- 
thoritativeness and comprehensive- 
ness in order to make difficult engi- 
neering understandable and avail- 
able. 

The methods employed are de- 
veloped from a consideration of the 
physical ideas behind them. Exten- 
sive tables are given to avoid the 
time-consuming use of mathemati- 
cal formulas. These afford a short 
cut to the correct solution of most 
problems. 

The Manual contains a wealth of 
material. It not only shows how 
to design every type of air condition- 
ing system but also clarifies under- 
lying principles enabling both the 
student and the engineer to reason 
out their own problem rather than 
“na blindly follow complicated formu- 
as, 


It includes a complete and ex- 
haustive analysis of the properties 
of air; a complete discussion of the 
computations of steam quantities 
for steam jet refrigeration; and or- 
iginal and valuable information on 
the use of water, in relation to air 
conditioning—a subject which here- 
tofore has received scant treatment. 
The entire refrigeration cycle is pre- 
sented in a simple fashion. 

Chapter headings are as follows: 
Heat, Comfort, Heat Gains, Proper- 
ties of Air and the Psychrometric 
Chart, Calculations for the Condi- 
tioned Air Supply, Refrizeration for 
Air Conditioning, and Water for Air 
Conditioning. 

In addition to these comprehen- 
sive chapters the Manual includes 
eighty pages of reference tables and 
charts which embody all of the latest 
established developments. 

Another feature is the pad of psy- 
chrometric charts which accom- 
panies each manual. A specially de- 
signed air conditioning ruler is also 
included which greatly simplifies 
the solution of air conditioning prob- 
lems on the psychrometric chart. 

Both students and professional 
engineers in the air conditioning 
field will find this Manual a valu- 
able addition to their libraries. 


Household Electric Refrigeration 


By John F. Wostrel and John G. Praetz. 
Published by McGraw-Hill Book Company, 
Inc., 330 West 42nd Street, New York, N. Y. 
406 pages, cloth binding, illustrated. Price, 
$4.00. 


This practical manual for refrig- 
eration service men, electricians, 
salesmen, and others interested in 
the operation, construction, adjust- 
ment, and servicing of household re- 
frigerators and their control de- 
vices, covers refrigeration funda- 
mentals and the various types of 
household machines and systems in 
non-technical language. 

It contains a wealth of practical 
facts and instructions on service op- 
erations, how to diagnose and cor- 
rect troubles, service shop equip- 
ment, motors, etc. 

An attractive feature of this man- 
ual is that it requires no previous 
knowledge of refrigeration theory 
on the part of the reader. The first 
chapter presents a simple explana- 
tion of refrigeration theory which 
is followed by chapters describing in 
detail the compression and absorp- 
tion systems utilized in various 
household refrigeration units. An- 
other chapter is devoted to control 
devices. 

Refrigeration dealers and service 
shops just planning to enter the re- 
frigeration field will find Chapter 5 
which deals with the equipment and 
tools necessary for installation, serv- 
ice, and testing of refrigeration, of 
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particular interest. 

The latter part of the book in- 
cludes chapters on the installation 
of compression and absorption sys- 
tems, service operations and adjust- 
ments, and the diagnosis and rem- 
edy of service complaints. 

Special chapters on motors, food 
preservation, and heat transfer and 
installation, conclude the manual. 

Both the chapter on motors and 
that on service complaints include 
a number of tables which will prove 
particularly helpful to the service 
— in diagnosing refrigerator trou- 

les. 


Principles of Radio 


By Keith Henney. Published by John Wiley 
& Sons, Inc., 440 Fourth Avenue, New York, 
495 pages, 311 illustrations. Price, 
oo0.0u, 


This thoroughly revised edition of 
Henney’s well known radio book was 
published January, 1938. It con- 
tains much new material and pre- 
sents features of present-day re- 
ceiver design and other recently de- 
veloped devices, brief treatments of 
television, facsimile transmission, 
ete. In this revised edition, modern 
tubes, modern circuits, modern prac- 
tice and modern values of circuit 
constants are used throughout. 

In addition, new practical prob- 
lems have been added, which deal 
with the circuits and constants en- 
countered in radio theory. 

An outstanding feature of the 
book is its comprehensiveness. It 
starts at the very beginning with 
the fundamental principles of elec- 
tricity and develops the subject of 
radio practice in a clear, logical and 
simple manner that anyone can un- 
derstand. Little mathematics beyond 
arithmetic and elementary algebra 
are needed to work the problems 
and examples illustrating the theore- 
tical part of the text. 

The book is thorough and com- 
plete, and will prove a valuable ref- 
erence and text book for the labora- 
tory man, the radio operator and 
the experimenter. The radio service 
man especially will find in it an op- 
portunity to familiarize himself 
with the newest radio developments. 


Static Electricity 


Published by National Fire Protection As- 
sociation, 60 Batterymarch Street, Boston, 
Mass. Illustrated, 44 pages. Price, 35 cents. 

In this publication, the Committee 
on Static Electricity presents an in- 
formative pamphlet on static elec- 
tricity. The report was prepared to 
meet the need for more complete data 
on static electricity for the use of in- 
dustry, prepared in 2 way to be clear, 
concise, and readily understandable 
by the layman. It has been the en- 
deavor of the committee in preparing 
this report to present it in narrative 
form, to avoid the use of technical 
language and to include numerous 
illustrations to make it of greatest 
service to plant managers, superin- 
tendents, fire inspectors and others 
charged with the safe operation of 
industrial processes, 
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MODERNLY designed, eye-appealing store front which keeps 
abreast of the times is a valuable asset in any merchandising plan. 





Modern meters, too, are a valuable asset. During the past two years a 
complete line of single disk two-element meters has been developed. 
These meters are available in various forms to meet requirements from 
singlephase 3-wire, to 3 or 4-wire 3-phase and 4-wire delta circuits. 


Thus, these modern meters not only have kept abreast of the times, 
but also anticipate the metering requirements of the commercial and 


industrial loads of to-morrow. 





SANGAMO ELECTRIC COMPANY iivnots 
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Timely News of the 


ELECTRICAL MANUFACTURERS .. . 








Westinghouse Plans Larger 
Manufacturing Facilities 


The Westinghouse Electric & 
Manufacturing Co. has announced 
the early construction of new manu- 
facturing and warehouse facilities 
at its East Springfield (Mass.) 
Works. The buildings will be of 
the latest approved design for mod- 
ern factory buildings and will be 
of brick, glass, concrete and steel 
construction. 

This expansion program is partly 
to take care of the large amount 
of business, especially air condition- 
ing, that seem certain in connection 
with activities in new types of 
housing, and partly to accommo- 
date certain manufacturing opera- 
tions which will be transferred from 
the Chicopee Falls (Mass.) Works. 

It was recently announced that 
all radio operations at the latter 
Works would be transferred soon to 
a plant which had been acquired at 


Baltimore, Md. 
It is reported by L. E. Osborne, 
Westinghouse Works manager at 


East Springfield, that the new manu- 
facturing building will have approxi- 
mately 100,00 square feet of floor 
space. 


Wholesale Financing Plan 
Announced By York 


A new plan which will provide 
floor display and warehouse finan- 
cing of stock for distributors and 
dealers handling certain items of 


York air conditioning equipment at 







































wholesale, has recently been an- 
nounced by the York Ice Machinery 
Corporation. 

Made effective through a co-opera- 
tive arrangement with the Commer- 
cial Credit Company, the new plan 
involves nominal down payments by 
distributors on equipment purchased 
for display purposes, or warehouse 
stocks which must be available for 
quick delivery during the peak hot 
weather sales season. 

As a step forward in the merchan- 
dising of ‘‘packaged’’ air condition- 
ing, this plan will remove from the 
the shoulders of the distributor the 
burden of financing his purchases 
of Yorkaire portable and unit con- 
ditioners, and will provide him with 
a means of stocking adequate quanti- 
ties. 


Delco-Frigidaire Stoker 
Line Announced . 


Broadening of the activity of 
General Motors Corporation in the 
home heating field was announced 
recently with the introduction by 
Delco-Frigidaire Conditioning Divi- 
sion of three automatic coal stokers 
as additions to the present General 
Motors’ line of automatic heating 
and air conditioning equipment. 

The addition of coal stokers to the 
General Motors line gives Delco- 
Frigidaire equipment serving all 
classifications of heating, cooling 
and air conditioning requirements, 
with oil furnaces and conversion 
burners, gas furnaces and winter 
conditioning units to operate in con- 
junction with either 
oil or gas equipment, 
and central and unit 
type cooling equip- 
ment for domestic and 
commercial uses. 

Marketing of the 
new coal stokers will 
be in effect nationally 
in May. 









Spring advertising ana 
exploitation of Bendix 
Home Appliances Corpora- 
tion of South Bend, Ind, 
on its new home laundry 
will center around Betty 
Grable, young bride of 
Jackie Coogan and singing- 
dancing star of Para- 
mount’s forthcoming _pic- 
ture, “College Swing.” Bet- 
ty Grable and her newly- 
wed husband, Jackie Coo- 
gan, are shown here learn- 
ing to use the Bendix home 
laundry just installed in the 
film couple’s Hollywood 
home. ee ee 





Two of the three models are de- 
signed to serve residences using not 
over eighteen tons of coal annually. 
The third is for residences where 
the coal consumption is not more 
than thirty tons annually. 


Frigidaire Commercial Division 
Plans Advertising Campaign 


Beginning immediately, the com- 
mercial sales division of Frigidaire 
Division, General Motors Sales Cor- 
poration, will inaugurate the most 
aggressive advertising campaign 
ever put behind the marketing of 
Frigidaire commercial refrigerating 
equipment, announces Thomas W. 
Markham, commercial advertising 
and promotion manager. 

The new advertising campaign 
will feature the diversified applica- 
tion of Frigidaire equipment and 
will stress the ability of Frigidaire 
commercial dealers and distributors 
to handle any size refrigeration in- 
stallation from the smallest pac- 
kage unit to large installations re- 
quiring engineering plans and many 
tons of capacity. 


Pleasantaire Begins Shipment 
Of New Models . 


Pleasantaire Corporation, Wash- 
ington, D. C., manufacturers of the 
Pleasantaire portable room cooler, 
announces that quantity shipments 
of the new product are now going 
forward to dealers, according to 
Richard F. Roper, president. 
Shipments are being made from 
the Pleasantaire factory in Brook- 
lyn, New York, where production is 
now on a full time basis. The fac- 
tory is booked up on orders through 
late April and is now accepting or- 
ders for shipment in early May. 
Pleasantaire makes only one model 
of one third horsepower. It is en- 





tirely self contained and requires no 
ducts, registers or water connections. 
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ITS 4 PLUS FEATURES 









































® 
t ONE-HAND PORTABILITY 
? The mixer slides off the stand with 
e one hand —there is nothing to re- 
e lease or detach. You can take it 
anywhere—mix in any bowl or pan. 
y You’re never lost for words when selling the Hamilton 
a Beach Food Mixer. In addition to its full power at all 
é ONE-HAND OPERATION speeds, wide speed range and modern design, the Hamil- 
t Th d 1 ewlech is 1 d ton Beach has 4 plus features—extra advantages for 
1 “ai rye pene Geel pole ge greater cooking convenience. That means extra selling 
; thumb of the same hand that holds points for you—each easily demonstrated—all helping 
. the mixer—leaving the other hand you to make quick, sure sales. Emphasize these features. 
. entirely free. Show every customer how much more she gets with a 
Hamilton Beach at no added cost. 
K 4 Sales-Building Display Suggestions 
Well displayed the Hamilton Beach captures your cus- 
BOWL CONTROL tomers’ interest . . . creates the desire for ownership . . . 





stimulates sales. The more you show the more you sell. 
Display them in the window, on the counter, and in ev- 
ery department . . . with ranges, refrigerators, housewares 
and laundry equipment — make two sales instead of one. 


POWERFUL SALES HELPS FURNISHED FREE 


For the dealer we supply an impressive assembly of tie- 
up material—appealing window and counter displays, 
folders, mailing cards and newspaper mats—all free on 
request. For downright customer satisfaction, easier sales 
and bigger food mixer profits, put your effort behind 
the Hamilton Beach. Your wholesaler will supply you. 
Write to us for free dealer helps. 





The bowl revolves automatically— 
and can be shifted while mixing 
by use of a simple lever, to prevent 
the mixture from piling up. 
Assures thorough mixing. 
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ONE-PIECE BEATERS 


Full-depth double beaters are in 
me unit. They are attached by a 
single thumb screw—and can be Ba : 

detached and cleaned without soil- ; HAMILTON BEACH COMPANY, RACINE, WIS. 


ing the hands. a } 
Es: eam Division of Scovill Manufacturing Co. 


oats - : ‘ 


HAMILTON BEACH 
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Water Heater Specialists 
Hold Conference 


Predicting a banner year for elec- 
tric water heating, seventeen Hot- 
point water heater specialists from 
all parts of the country, attended a 
three day conference recently in the 


Little Theatre of the Edison Gen- 
eral Electric Appliance Company, 
Inc. August Jaeger, sales manager 


of the Hotpoint water heater divis- 
ion, presided. 

Opening the meeting, Mr. Jaeger 
pointed to notable sales increases 
of electric water heaters in 1937. 
Most of the utilities, he said, have 
launched electric water heater sales 
campaigns earlier this year than ever 
before, in order to take advantage 
of the increased public interest in 
electric hot water service. 

The purpose of the three day con- 
ference was to review the Hotpoint 
water heater from a sales, advertis- 
ing, engineering and product stand- 
point in order to equip the spec- 
ialists to be of greater service to the 
trade. 


Fixture Manufacturer 
Changes Name 


Reflector & Illuminating Co., man- 
ufacturers of Sterling reflectors and 
Ster-Lite fixtures, announces the 
new name “Sterling Reflector Com- 
pany.” The new name has been 
adopted to identify the company 
name with its principal products. 
The address remains unchanged, 
1431-35 West Hubbard St., Chicago. 





Refrigeration Service Schools 
Planned On National Scale 


Finding that from 90 to 95 per 
cent of the trouble experienced in 
the field was due to either inexperi- 
ence with the equipment itself, or 
lack of experience in its application 
or installation, the commercial re- 
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Hotpoint water heater specialists from all over the country attended 
a conference recently to review new products from all angles . . 


frigeration department of the West- 


inghouse Company has. organized 
two flying squadrons to tour the 
country and hold schools for’ the 


sale, application, and installation of 
its commercial refrigeration systems. 

Approximately 30 schools will be 
held, with headquarters executives 
in charge. It is anticipated that 
1,000 service engineers, application, 
installation, and sales representa- 
tives will take the schooling in the 
various territorial mectings. 


Dallas Distributor Appointed 
By Johnson Bronze Co. . . . 


The Johnson Bronze Company, 
New Castle, Pa., announces the sales 
representatives and warehouse ap- 
pointments of Connell-Roper, Inc., 
Dallas, Texas. 

Connell-Roper, Inc., is ideally or- 
ganized to serve the southwest terri- 
tory trade and will soon offer a com- 
plete bronze bearing service includ- 





Using an especially designed panel board B. C. Davison, (left) and G. C. Licence 
will combine both phases of theory and practice in Commercial field sales, application, 
and installation meetings. Sponsored by Westinghouse, these schools will be held for 
some 1,000 sales, service, and engineering representatives of the commercial refrigera- 
tion department or its distributing organization. . ., . . . . . . 








ing, Johnson automotive replacement 
bushings and bearings; Johnson gen- 
eral purpose bearings; Johnson Uni- 
versal bronze bars; and Johnson 
electric motor bearings. 


Biglin Adds New Line 


Effective May 1, 1938, Harry C. 
Biglin, 138 Marietta Street, Atlanta, 
Georgia, will represent the Electric 
Power Equipment Corporation, 
Philadelphia, in the entire state of 
Georgia, for the sale of their switch- 
gear and other equipment. 





Recent Personnel 
Changes .. . 


To serve industry better, the 
Westinghouse Electric and Manu- 
facturing Company has announced a 
realignment of the Industrial De- 
partment. Three new departments, 
Industrial, Resale and Industry En- 
gineering have been formed. 

The new Industrial Department 
has a staff of field trained sales en- 
gineers each of whom has had broad 
experience with industry problems. 
The’ electrification of industries 
such as iron and steel, mining, 
chemical, petroleum and _ public 
works will be served by this depart- 
ment. C. B. Stainback, formerly as- 
sistant manager, will be manager. 

The Resale Department will de- 
vote its facilities to servicing manu- 
facturers whose products incorpor- 
ate electrical equipment and other 
secondary distribution channels such 
as industrial agents and _ jobbers. 
Bernard Lester, also assistant man- 
ager of the former Industrial De- 
partment, becomes manager. 

Backing up both departments with 
application engineers, the Industry 
Engineering Department will prv- 
vide a corps of engineers experienced 
in electrical problems of the several 
industries. C. A. Powel will be man- 
ager of the new department which 
will also embrace the activities of 
the Central Station Engineering De- 
partment previously headed by him. 
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“It is only natural for men who are con- 
stantly beleaguered by salesmen to adopt a 
mask of sales resistance. Some of us pretend 
to be Tough Guys. Others pose as Funny 
Guys. And today a slew of us, admittedly 
grasping at an excuse to defer decisions, 
have adopted the downcast attitude of the 


Sad Guy. 


“But all of us have one thing in common .. . 
we hang up our masks of sales resistance 
when we pick up ELECTRICAL SOUTH. 


We pay subscription cash for it because it 


brings us moneymaking ideas suggested by 
editors who know the electrical industry of 


the South inside and out. 


“We read the advertisements, too, because 
we know that any advertiser in ELECTRICAL 
SOUTH is addressing his message to us be- 
cause he has something real to offer . . . 
not because he gets editorial ‘puffs’. Those 


advertisers’ salesmen stand the best chance 


of getting back of our protective masks when 


they call!” 
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These departments are all located 
at the Company’s East Pittsburgh, 
Pa. offices. 

* * * 

A. E. Snyder, sales manager, 
Westinghouse Lamp Division, re. 
cently announced the appointment of 
George Best Mackey as manager, 
Southwestern District, Westinghouse 
Lamp Division, with headquarters in 
St. Louis. 

Mr. Mackey joined what was then 
known as the Westinghouse Lamp 
Company in January, 1922. He be- 
came Philadelphia manager in 1929, 
and manager of the syndicate de- 
partment, executive sales office, in 
1935. 

* * * 

The appointment of John S. Gar- 
ceau to the position of manager of 
advertising and sales promotion of 
the Crosley Radio Corporation, was 
announced today by Mr. Lewis M. 
Crosley, executive vice president. 

Mr. Garceau’s experience as an 
advertising and sales promotion ex- 
ecutive dates back to 1921. Twelve 
years ago he left the post of adver- 
tising and sales promotion manager 
for a leading paint manufacturer to 
join the advertising department of 
one of the well known manufacturers 
in the electric refrigeration and home 
appliance field. For 10 years he 
remained with that company, suc- 
cessfully filling the positions of sales 
promotion manager, and advertising 
manager for various divisions. 

Two years ago he was appointed 





John S. Garceau 


to the position of advertising and 
sales promotion manager for the 
radio, home laundry and refrigera- 
tion divisions of another major man- 
ufacturer. He comes to the Crosley 
Radio Corporation as one of the most 
widely known men in the industry. 
* * ¥ 
Daniel J. McLinden, district man- 
ager for Hunter Fan and Ventilating 
Company, Washington, D. C., is now 
cooperating with H. C. Biglin, south- 
eastern representative for Hunter 
Fan and Ventilating Company in 
developing the Atlanta territory. 
* *% * 
Mildred Hickman, widely known 
as a member of the Home Economics 
Department of the Edison General 
















i STEEL STRAND + TELEPHONE WIRE 


SCIENTIFICALLY MADE TO 
RIGID SPECIFICATIONS 


Crapo Galvanized Steel Strand is a highly special- 
ized product scientifically manufactured under direct 
laboratory supervision. 
duced from start to finish to meet the exacting de- 
mands of the service for which it is intended. 
wire used in forming a particular size and grade is 
made from the same special steel, processed in the 
same way, and galvanized by the Crapo Process. 

For further information consult the nearest distribu- 
tor of Crapo Galvanized Products, or write direct! 


INDIANA STEEL & WIRE CO. 



















Each grade and size is pro- 


Each 











Muncie, - - Indiana 
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Electric Appliance Co. Inc., has been 
appointed to take charge of the ex- 
perimental and promotional work on 
Hotpoint refrigerator and kitchen 
planning, according to an announce- 
ment by Mrs. Mary Lowell Schwin, 
manager of the Hotpoint Home 
Economics Department. 





Mildred Hickman 


Miss Hickman won one of the 
highest honors in the Home Eco- 
nomics Department last year when 
she was selected to go to the Ha- 
waiian Islands to conduct a news- 


paper cooking school for the largest 
newspaper in Honolulu. 
% * * 

Henry T. Long, well known in the 
electrical field of the Southeast, hav. 
ing been sales executive in the elec- 
trical supply jobbing business for 
several years, and more recently 
for five years in the sales depart- 
ment of the Georgia Power Company 
as street lighting specialist, has 
joined the sales organization of Har- 
ry Biglin, representative in the 


s 


le 


ta 






H. T. Long 


southeasteren states for several elec- 
trical manufacturers during the past 
twenty years. 

Mr. Long will specialize on certain 
types of electrical equipment, han- 
dled by jobbers and utilities. 

* * * 

Friends of R. V. Hawkins, associ- 
ated with Appleton Electric Com- 
pany, St. Louis, Mo., for the last 
twenty-four years, will be interested 
in learning that Mr. Hawkins has 
resigned from the Appleton Electric 
Company in order to organize the 
Hawkins and Hagen Electric Sales 
Company. 

The new organization will repre- 
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Now 


vailable ree 





Here’s the first standard of wiring adequacy equally acceptable to all branches of the Electrical Industry. The 


“HANDBOOK OF INTERIOR WIRING DESIGN” 


Interprets modern practice in wiring installation. Follows the spirit and intent of Codes. 
Surveys the field not only from the viewpoint of user or buyer but also from the aspect 
of designer and seller. Leads to good wiring service, safety and customer satisfaction. 


FTER months of study and deliberation by some of 
A the best minds in the several branches of the elec- 

trical industry, the ‘Handbook of Interior Wiring 
Design” is at last available to the industry. Prepared with 
painstaking effort by members of a joint committee under 
the chairmanship of E. A. Brand, Niagara-Hudson Power 
Company, Buffalo, N. Y., the work is a monument to the 
co-operative spirit within the industry. It meets a long- 
felt need in dealing with the problem of inadequacy in 
wiring capacity and the handicap it places on electrical 
progress. 


Many efforts have been made in the past to develop 
suitable standards for the guidance of those who design 
electrical installations. The effect of these previous efforts 
has been cumulative and each has contributed to some ex- 
tent to this most recent effort. Perhaps the most interest- 
ing feature about the “Handbook” is the fact that it rep- 
resents the first standard of wiring adequacy which is 
equally acceptable to all branches of the electrical indus- 
try. Eight organizations, the Artistic Lighting Equipment 
Association, Edison Electric Institute, Illuminating Engi- 
neering Society, International Association of Electrical In- 
spectors, National Electrical Contractors’ Association, Na- 





tional Electrical Wholesalers’ Association, National Elec- 
trical Manufacturers Association, and the Radio Manufac 
turers’ Association, have assisted in its preparation and 
are sponsoring its distribution 


In preparing this Handbook, the authors have endeavored 
to create a reference book of value to the designer of those 
installations not normally handled by a consulting elec 
trical engineer or by firms that undertake large special 
structures and maintain engineering staffs. Thousands of 
single family residences and other smaller structures are 
built annually without the benefit of such expert treat 
ment and it is toward the individuals and organizations 
who plan and construct these buildings that this book 
is directed 


In general, the Handbook discusses “why” adequate wir- 
ing is needed, “what” must be installed to supply those 
needs, and “where” it should be placed. It is distinctly 
not a booklet on “how” to wire in the sense of covering 
specific wiring materials and their installation. Every ef- 
fort has been made to include all of the factors that enter 
into the smaller job while only an outline of procedure 
has been given for larger installations. 


You can now secure the “HANDBOOK OF INTERIOR WIRING DESIGN” with a 3- 

year subscription to ELECTRICAL SOUTH for only $2.50 or a 5-year subscription for 

only $3.50. Send in your subscription today and get your copy of this valuable hand- 
book before the supply is exhausted. 


ELECTRICAL SOUTH 


GRANT BUILDING 


ATLANTA, GA. 


“ 
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sent several electrical 
manufacturers, including M. 
Austin Company, throughout 
South. A large warehouse will 
maintained in St. 


customers from St. Louis. 





R. V. Hawkins 


C. L. Hawkins 


Gene Hagen and C. 
bers of the new firm. F. 
shortly. 


* * 
Snyder, 


Kansas City, Mo., 
oa 


A. FE. 
manager of the 
Division, Westinghouse Electric 
Manufacturing Company, today 
nounced the appointment of 


equipment 


Louis where suf- 
ficient stocks will be carried to serve 


Lee Hawkins, 
son of R. V Hawkins, are also mem- 
L. Bader will 
represent the firm and it is expected 
that a salesman will be appointed in 


executive sales 
Westinghouse Lamp 


Adolph 
Frankel as merchandising manager. 





They Do More Work 


When They Feel Safe 


Linemen who know they are fully protected 
against “hot stuff” can put their mind on 
their jobs and do the work quickly and effi- 
ciently. 

During the quarter century that MAR- 
SHALL’S Shields have been on the market, 
not one loss of life has occurred among the 
1000 utilities who use them. 

Write today for details on MARSHALL’S 
Linemen Shields, Shoes, Gloves, Blankets, etc., 
to Linemen Protector Co., 3300-15th St., De- 
troit, Mich. 


MARSHALL’S 


LINEMEN’S SHIELDS 






















A. E. Frankel 


Mr. Frankel is opening temporary 
headquarters at Boston, Mass., where 
he will establish the first regional 
field office for handling the distribu- 
tion and marketing of the new 
Westinghouse Sterilamp, the result 
of many years experimentation by 
Drs. Harvey C. Rentschler and 
Robert F. James for the Westing- 
house research laboratories. 





Water Heater Handbook 


A pocket size handbook of electric 
water heating, has just been pub- 
lished by the water heater division 
of the Edison General Electric Ap- 
pliance Co. Inc., of Chicago. 

The book tells the complete story 
of the Hotpoint electric water heat- 
er, how to sell it, customer require- 
ments and maximum capacities, 
comparison of various fuel consum- 
ing domestic water heater equip- 
ment, and installation information. 

It was prepared under the direc. 
tion of A. H. Jaeger, sales manager 
of the Hotpoint water heater divi- 
sion. 


Silent Attic Exhaust Fan 


The Chelsea Fan & Blower Co. 
Inc., New York City, has developed a 
new line of low-priced belt driven air 
circulating units, known as their 
Type E Silent Attic-Exhaust Fan. 
The new fan is said to be extremely 
quiet and economical in operation; 
attractive in appearance and adapt- 
able to a wide range of uses. 

The frame is of welded steel con- 
struction, well braced to insure 
rigidity yet comparatively light in 
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weight. The propellor is of the three 
blade type, specially designed to de- 
liver a large volume of air at a slow 
speed with a minimum of noise. 

The propellor shaft is constructed 
of steel, one inch in diameter, and 
accurately ground to size. It is sup- 
ported by two porous bronze bear- 
ings, insulated with synthetic rub- 
ber, and containing large oil reser. 
voirs. Power is applied to the shaft 
by means of grooved pulleys and a 
V belt; both of standard make. 

The motor is a standard product 
designed for continuous duty, and 
rubber mounted to eliminate hum 
and vibration. It is equipped with 
wool-packed bronze bearings. 





New General Electric Timer 
Has Many Applications 


To fill the expressed need for a 
simple and accurate timer, the 
General Electric appliance and mer- 
chandise department, Bridgeport. 
Conn., has announced a new elec- 
tric “kitchen timer.”’ It can also be 
used conveniently in doctors’ or den- 
tists’ offices, hospitals, photo stu- 
dios, and similar locations where ac- 
curacy is desired and simple opera- 
tion is mandatory. To set the timer. 
the alarm knob is turned until a red 
pointer indicates the desired inter- 
val. Any operation up to three and 
a half hours may be timed. It is 
available in either black or ivory 
plain case. 








and yet over 50% of all rooms for $3.50 
or less single; $5.00 or less double. 
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Do You Know? 


The proper method of making connections for a polarity test on a 

three-phase delta connected stator? How to lay out armature 

) q windings of the split-loop type? The theory of operation and the 

many types of circuits utilized in capacitor-type split phase motors? 

Methods of reversing rotation of a-c and d-c motors? How to 
eliminate brush troubles? Select the best type of varnish? 


| The answers to these and many other practical problems 
on motor repair will be found in Jack Beater’s new book 
“MOTOR REWINDING” 


book is the section devoted to the design of tools and 


LL PHASES of motor rewinding, repair and testing are 
equipment useful to the motor rewinding shop. 


discussed in this new publication from the practical 


man’s point of view. The author, an experienced motor 
rewinder himself, has the knack of explaining difficult 
principles and methods in simple, non-technical language. 

Although this book was prepared primarily for the be- 
ginner in motor rewinding work, it contains a great deal of 
practical information that will be found of value even to 
the “old timers” in the trade. A special feature of the 


A glance at these chapter headings demonstrates the 
scope of this valuable book: Practical Motor Tester Panel, 
Handy Tools for the Motor Shop, Time Saving Coil Winder, 
Armature Testing, Testing Stators, Classification of Mo- 
tors, Split Loop Windings, Loop Windings, Fan Motors, 
Automotive Armatures, Rewinding Small Polyphase Motors, 
Capacitor Motors, Brush Troubles and Their Remedies, In- 
sulating Varnishes for Electrical Work. 


SPECIAL OFFER—“Motor Rewinding and Repair” may be obtained with a 
3-year subscription to ELECTRICAL SOUTH for $2.50 or a 5-year subscription 
for $3.50. Take advantage of this special offer while it lasts. Write today to 


ELECTRICAL SOUTH, GRANT BLDG., ATLANTA, GA. 























SAVE 


Time an Money 
with 
Greenlee Tools 





Hydraulic Conduit Benders 


Greenlee Hydraulic Benders are time and 
money savers, because they bend conduit 
quicker and easier than by other methods. In 
addition, they make smooth, even bends, elim- 
inating many fittings and making it easy to 
pull in wire and cable. They are simple to 
operate and are readily portable. 


Knockout Tools 


Greenlee Knockout Punch- 
es and Cutters are time 
savers and profit makers, 
because they make it easy 
to enlarge holes in switch 
boxes, cabinets, etc. They 
form clean-cut holes 
quickly and accurately, 
without reaming or filing. 





Other Greenlee Tools 
Hydraulic Pipe Pushers 
Bit Extensions 
Electricians’ Bits 


Joist Borers 


Let us send Complete Information. 


GREENLEE TOOL Co. 


1707 Columbia Ave. 
ROCKFORD, ILLINOIS 


GREENLEE TOOL CO., 1707 Columbia Ave. 
Rockford, IIlinois— 


Please send complete information on: 
[) Knockout Tools [] Conduit Benders 


My Jobber is 








Ideal Offers Improved 
Revolution Counter 


The Ideal Commutator Dresser 
Company, Sycamore, Illinois, recent. 
ly acquired the Belden Revolution 
Counter on which a number of im- 
portant improvements have been 
made. 

An outstanding feature of this 
counter is the fact that it operates 
accurately at high speed, a condition 
that causes some revolution counters 
to slip a cog and register inaccurate- 
ly. Direct drive can be furnished to 
run in either direction. 

The complete assembly consists of 
a cast iron base, a dust tight stampe i 
metal case and dial and a flexible 
coupling for connection to the driv- 
ing shaft. Precision cut gears are 
used throughout to give lasting serv- 
ice under high speed operation. 

The dial and case are arranged at 
a convenient angle for ease in quick 
reading—has scale divisions reading 
from zero to 100 revolutions, and 
also from zero to 10,000. One pointer 
indicates the number of turns from 
zero to 100; the other indicates the 
number of hundreds of revolutions 
counted. The pointers are quickly 
reset to zero by turning around the 
dial by hand. 





Glass Covered Magnet Wire 


Modern research has made possi- 
ble the production of the first inor- 
ganic textile. This new textile is 
made of glass. It is used by Anacon- 
da Wire and Cable Company in 
making their VITRO-TEX magnet 
wire and coils. 

In appearance Vitrotex magnet 
wires resemble silk. An outstanding 
characteristic is the ability to with- 
stand high temperatures for long 
periods of time. The _ dielectric 
strength and insulation resistance is 
high and not seriously affected by 


high temperature nor high relative 
humidity. 
The insulation is mechanically 


strong and Vitrotex wires can be 
wound into coils by following the 
same general methods that are used 
for other magnet wires. 


The space occupied by Vitrotex 
magnet wires is less than double 
cotton of the same gauge, a great 


advantage. 

For specifications and description 
of this product write Anaconda Wire 
and Cable Company, 25 Broadway, 
New York, N. Y: 





That Hardy Perennial— 
Public Relations . . . 
(Continued from page 42) 


do the right thing with customers. 

In general, employees should be 
advised about the general purposes 
and status of their company. Every 
employee is more satisfied and con- 
tented with himself if he knows in 
a general way what the business is 
all about, how many people it 
serves, how the business is growing 
and the like. 
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Speaking of information, the em- 
ployees are not the only ones in 
need of it with respect to customer 
relations. We spend vast sums in 
correctly accounting for cash and 
in auditing our accounts. We split 
hairs in studying the fuel economy 
of our power plants. Every tangible 
feature of our plant and operation 
is carefully and continually checked 
How much time, money and effort 
do we spend on studying the status 
of that fundamental, customer re- 
lations? 

We have a carefully worked out 
maintenance schedule for our equip- 
ment; how about a similar schedule 
for what our customers think of 
us? A “Gallop Poll” on this subject 
is just as important to us as the 
political poll is to the politician. 
One company at least has the prac- 
tise of getting from employees 
periodically what they hear the 
people say about the company, 
whether good or bad, in order to 
apply proper remedy, whether gen- 
eral or specific. The best friends 
are often made through straighten- 
ing out a past difficulty. 


To summarize, customer rela- 











There's no need for walking blocks, 
Spending money, time and pep— 


Here's Downtown ot your doorstep.” 





OF ALL ROOMS $3.50 OR 
$5.00 OR LESS, DOUBLE 


OVER 50 
LESS, SINGLE 
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| store lighting with sur- 
| prisingly low wattage. 





















| © B. ROGERS 
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The Winning Combination 


Sterling Lite-Flo Reflectors 
for Show Windows 


Project light to the merchandise 
with highest efficiency. Afford 
double intensity in the lower front 
of the window—using same lamps 
—same operating cost. 


'Ster-Lite Fixtures for Interiors 


| Combines intense di- 
' rect light on merchan- 
' dise with diffused gen- 


eral illumination for 
eye comfort. Affords 
marvelously effective 





When you present ®terling Reflectors and Ster-Lite Fixtures you are 
away out in front with the last word in merchandising illumination. 
Write for FACTS and Figures. 


Stafford L. Jones, District Representative, 
2809 Canton St., Dallas. Carries stock. 


STERLING REFLECTOR CO. 
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| et Soo 
ELECTRICAL HEATING ENGINEER 


CHROMALOX 
ELECTRICAL HEATING UNITS 


and 
CHROMALOX 
EQUIPPED PRODUCTS 
SC > 2) 
1000 PEACHTREE STREET 
ATLANTA, GEORGIA 















SUPER-SPEED 


CHROMALOX RANGE UNITS 


then thew / 


Range builders like them 
because they sell ranges .. . 
Power companies like them 
because they build load .. . 
Housewives like them be- 
cause they cook faster. Fine 
for replacement, too — they 
fit all ranges. Write us or 
our nearest representative. 





ATLANTA, Ga.—C. B. Rogers, 1000 Peachtree St. DALLAS, Texas— 
Elgin B. Robertson, 1215 N. Zangs Blvd. RALEIGH, N. C.—W. R. 
Phillips. OKLAHOMA CITY, Okla.—Paul Berry, 226 Key Building. 


EDWIN L. WIEGAND CO., 7600 Thomas Blvd , Pittsburgh, Pa 












FOR THE ASKING! 


. . . these facts about Georgia 
and the 


opportunities she offers 


To interested business men, to pros- 
pective residents or visitors — we 
offer eight booklets on Georgia, 
each setting forth in clear and con- 
cise fashion a separate phase of 
Georgia’s attraction to industry, to 
commerce, to wholesome life. 


By title, the booklets are: 
“Cotton—from Field to Fabric” 


“55 Facts About Georgia—histori- 
cal, statistical and general” 


“Education in Georgia” 


“Digging for Treasure in Georgia” 
(ceramics and minerals) 


“Pine into Paper” 
“Sports and Recreation in Georgia” 
“On the Farms of Georgia” 


“Electric Power and _ Industrial 
Growth in Georgia” 


Any or all of these booklets — 
and all of them are filled with in- 
teresting and useful information, 
will be mailed to you upon request. 


Industrial Department 


GEORGIA 


POWER COMPANY 
Atlanta 























tions is a hardy perennial. While 
far from the easiest problem sur- 
rounding our business, it should be 
the most fascinating to wrestle 
with, because it takes imagination, 
tact, leadership and patience to 
solve. It is always new because 
constantly recurrent. Human con- 
tacts are the principal force to 
raise the operation of our industry 
above the humdrum of constant 
repetition. The crux of the problem 
is the translation of management’s 
ideals and aspirations into practical 
application by the contact forces. 





Modern Kitchen 


Merchandising 
(Continued from page 43) 


type we want and need. Both have 
proved the value of this type of 
sales presentation. 

Kitchen merchandising is follow- 
ing the same identical channel as 
have these two other industries. 
The goal of complete kitchen sales 
as the rule, and not the exception, 
is not far distant. 

That the industry may take full 
advantage of this fundamental 
trend we should inaugurate the 
following program: 

1. Increase our sales training ef- 
forts along ensemble lines. 

2. We should spare no effort in 
making our sales and service per- 
sonnel kitchen merchandising con- 
scious. 

3. We should install on our sales 
floor, the necessary sales tools, 
demonstration kitchens, promotion- 
al material, sales helps to do the 
job. 

4. We should make available a 
practical planning service to our 
customers and sales personnel. 

The investment in this service 
will return profitable results in 
merchandise sales, load building, 
and better customer satisfaction. 





Southwestern Chapter IES 
Holds Spring Meeting . 
(Continued from page 62) 


of three sessions. The first was on 
outdoor lighting, with A. P. Ham- 
merstrom, of Westinghouse Elec- 
tric & Mfg. Co. as chairman. 

J. B. MceMath, of Textile Com- 
pany, Inc., Dallas, was chairman 
of the second session, which was 
on electrical advertising. A discus- 
sion of methods of obtaining vari- 
ous colors in gaseous tubes, trans- 
former loading, relation between 


tube brightness and size of letters, 
and other interesting data on the 
design of gaseous tube signs was 
presented. 

The third session, in charge of 
G. C. Buchanan, of General Elec- 
tric Co., Dallas, was on street and 
highway lighting. It included a 
discussion of scientific street light- 
ing, and sodium vapor lighting. 

The dinner was provided through 
the courtesy of Texas Electric 
Service Co., Fort Worth; and the 
entertainment was provided by the 
Community Public Service Co., 
also of Fort Worth. 

L. R. Ward, retired chairman, 
introduced and presented the new 
officers and committee chairmen. 
G. G. Griffin introduced guests 
and presented an I.E.S. charm to 
Mr. Ward. President Dates was 
introduced by J. B. Thomas, vice 
president of Texas Electric Service 
Co. 

The new officers chosen by the 
Southwestern Chapter are as fol- 
lows: chairman, Floyd A. Coving- 
ton, San Antonio Public Service 
Co.; vice chairman, G. G. Griffin, 
Crouse-Hinds Co., Dallas; secreta- 
ry-treasurer, P. M. Rutherford, Jr., 
Dallas Power and Light Co. 





Retail and Wholesale Trade 
Census Announced : 
(Continued from page 25) 


trend information over a longer 
period, payrolls and sales for iden- 
tical establishments for the entire 
years 1937 and 1935 will also be 
published. 

In addition to these facts, there 
will be available on retail trade 
certain information pertaining to 
cash sales, open account sales and 
instalment sales for the entire year 
1937 and the first two quarters of 
1938. 

For wholesale trade, pertinent 
information on the terms of sales 
will also be shown. A distinction 
will be made between spot cash 
and credit sales and, in the case of 
credit, a differentiation will be 
made between an extension of ten 
days or less, and for a term of 
more than ten days. 

Schedule forms will be mailed to 
retailers and who!esalers the latter 
part of June. It is urged that all 
those who receive them supply the 
information promptly as the value 
of the results will be greatly en- 
hanced by their timely release. The 
basic facts for each of the periods 
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covered will be supplied within a 
few days after the last returns have 
been received. 


Trends in the Cost 
Of Lighting 


(Continued from page 60) 


very uniform average life of 750 
hours. Its. light output is 17.4 
lumens per watt or more than twice 
the amount of light of the 150- 
watt lamp of 1909. 

Suppose we were suddenly forced 
to return to the 1909 lamp. We 
would have to buy two lamps to 
produce as much light as today’s 
150-watt lamp. At $2.65 each this 
would be $5.30. From the stand- 
point of life, we would need to buy 
another lamp, since the 1909 lamp 
had an uncertain average of 500 
hours while today’s lamp averages 
half again as many hours. This 
would bring the lamp cost to $7.95. 

The kilowatt hours consumed by 
the three 150-watt lamps during 
their 500-hour life would amount 
to 225 kwh. If we still had the 
1909 electric rate of 10 cents per 
kwh, the cost of burning these 
lamps would be $22.50. Adding our 
lamp cost would bring this to 
$30.45. 

The 150-watt lamp of 1938 would 
consume 112.5 kwh during its rated 
average life. In the average Ameri- 
can home, the use of electricity for 
ordinary lights, radio, refrigerator 
and small appliances will bring the 
rate into a 2 cent block. To ‘use 
this lamp in the kitchen would, 
therefore, cost $2.25 during its 
life. Adding the cost of the lamp 
brings the total cost to $2.45. 

Thus we see that the cost of 
light produced by the 1938, 150- 
watt lamp is only $2.45 while the 
same amount of light from the 1909 
lamp at the then prevailing prices 
for lamps and current would cost 
$30.45—over twelve times as much! 





Salesmen Wanted 


Manufacturer of nationally known line of 
goods sold to electrical, mill supply and 
industrial trades, needs salesman with 
successful record as manufacturers agents 
to cover all or part of the following terri- 
tory: Virginia, North and South Carolina, 
Georgia, Alabama, Eastern Tennessee and 
Florida on commission basis. Must have 
following among jobbers and be willing to 
do substantial amount of missionary work. 
Line is already established. State age, 
place of residence, name all present con- 
nections and give references if you want 
application considered. Write fully. Re- 
ply to Box No. 60, care ELECTRICAL 
SOUTH, Grant Bldg., Atlanta, Ga. 
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e SUPER-CONVENIENCE 


e Economy 


Shown at the right is only one of the 
many new designs in meter cabinets 
developed by Walker engineers to 
anticipate your needs in the field of 
gang metering. 


This 11-gang cabinet for socket type 
meters is completely weatherproof, 
combining all the features of best 
meter engineering practice. 


Other arrangements to suit space re- 
quirements are shown in our cata- 
logue. Write for your copy today. 


@ Durability 


WALKER ELECTRICAL CO. 


Atlanta, 


Georgia 








TORK CLOCKS 


Heating, 
Ventilating and Air Conditioning. 
Portable Models for Radios and Cookers 


$9.75 and up 


WRITE FOR BULLETINS 


Window Lighting, Signs, 


Henry W. Clower 


36 Alabama Street 
The Tork Clock Co., 


Atlanta, Ga. 
Inc., Mount Vernon, New York 


A 


EVERSTICK 
ANCHORS! 


New nut housing. Locks 
Anchor firmly on rod. 
Rod cannot slip thru 
Anchor when being in- 
stalled. 


Engineers appreciate Ever- 
stick features which assure 
safety, long life and ease 
of installation in any soil 
condition. 


complete line with 3 types of expanding 


Anchors and rigid types of Cone Anchors. All 
sizes and holding capacities. Write for Ever- 
stick literature including new folder on Rural 
Electrification Lines. 


THE EVERSTICK ANCHOR CO, "ATRETE*D- 








Master-Light Type “‘T’’ 


Mounts On Repair Car Roof 


“Just Point The Pistol Handle” 
4 Rugged Searchlight for Trucks and 
Repair Cars. Finished in black enamel and 
chromium plate. 
ONLY SPOTLIGHT MADE ESPECIALLY 
FOR PUBLIC UTILITIES 


Write today for information regarding 
complete line of Master-Lights. 


CARPENTER MFG. CO. 


179 Sidney St., Cambridge, Massachusetts 

MAKERS OF WORLD’S ONLY COM- 

PLETE LINE OF HIGH POWER HAND 
SEARCHLIGHTS 











TIME SWITCHES $ 495 


With capacities from 5 to 
400 Amperes 


ie aitiiienie 


and up 
All Types and Arrange- 
ments of Circuits for 


ea and up 
Every Effect. 


For Detailed Information, Write 


Automatie Elee. Mfg. Co. 
MANKATO, MINN. 
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